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Is Your Future Insured? 


Only the agent who has lost his re- 
newals through the death or resigna- 


tion of his general agent can realize 


the value of a contract direct with the 
company. 


An agency contract with the Peoria 
Life is insurance against the loss re- 
sulting to the salesman through death 
or resignation of his’ general agent. 
It is a contract direct with the company. 


You can build for a lifetime with the 
Peoria Life, 


_ GOOD CONTRACTS TO LIVE CLEAN AGENTS 
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NEW BUSINESS PAID FOR IN 


1920 


Including Revivals and Increases 


$ 1 10,727,301 


Twenty-Eighth Annual Statement 
as of December 31st, 1920 


MISSOURI STATE LIFE inanianat COMPANY . 


ADMITTED ASSETS LIABILITIES AND SURPLUS FUNDS 


First Mortg 
Real Estate (i 
to Policy Holders on Compan 

United States Government and "Mnicipal Bonde 
Premium "Notes on Policies in Forc 

Cash, in Home Office and Banks aot on Interest 
Cash in B ies 
Accrued Interest on Investments Excess Guarantee Fund to Protect Policy Holders, Including Dividends 
Provisionally omed and Set Aside, Unassigned supea, and 


Outstanding and Def 
Capital Stock 


1920 Results 


Insurance Gained During 1920, $82,913, 169.00 


$3,015,255.74 Miscellaneous Income (net) $198,540.47 


Premiums 
Dividends Left on 
Reserved for Taxes pa 











New Premium Income 


a Soe Cee Paaapenes Total Income for Year (net) $11,022,328.44 


_— ianaaeais in Total Income Over 1919, $2,177, 143.22 


Paid Policy Holders and added to funds held for their benefit during 1920 $7,089,646.35 
$5,117,193.76 


Increase in Assets in 1920 





Directors of the Missouri State Life Insurance Company 
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Comparative Statement Showing Yearly Growth of Company 


Admitted Assets Insurance in Force 
Paid for Basis 


Dec. 31, 1916 Dec. 31, 1916 
$14,142,052.49 . $129,199,279.00 


Dec. 31, 1917 Dec. 31, 1917 
$17,025,067.71 $156,948,542.00 
Dec. 31, 1918 Dec. 31, 1918 


$19,895,653.58 $176,746,636.00 
Dec. 31, 1919 Dec. 31, 1919 


$23,096,073.03 $219,415,635.00 


Dec. 31, 1920 Dec. 31, 1920 


$28,213,266.79 $302,328,804.00 
‘‘Business Is Good With Me’’ 


This slogan ig being carried by over 2100 representatives of this Company in 38 States, from Canada to the Gulf and from the Atlantic to 
the Pacific and across to the Territory of Hawaii, and is being proved by an increase in our 1921 business over the same period in 1920. 


Missouri State Life Insurance Company 


Home Office: St. Louis M. E. SINGLETON, President 
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Pointed Comment on | wisting and I wisters 


With Large List of New Victims to Approach Policy Switcher !s Again in Evi- 
dence—Why Policyholder Suffers Through Change from One Company to Another 


OW that the life companies have 
N such a large volume of business on 

the books, it is only natural to 
discover that the twister is again be- 
coming very active. His circle of po- 
tential prospects has been greatly 
widened. There are very many more 
men holding large policies today than 
there were a few years ago. In all 
of the large cities the tribe of the 
twister has very greatly increased. He 
is going about these days with his 
smooth flow of talk, his plausible 
presentation of what, to a well informed 
life insurance man, is a palpable fraud, 
and his smoke screen of arguments that 
becloud the real issues. 


Agent Must Tell 

Policyholder Why 

With the possibility of twisting be- 
coming even more menacing than it is, 
it is time for some plain talking on the 
subject. Every well intentioned life in- 
surance man knows that twisting is 
wrong, injurious to the policyholder, 
and, without exception, against the best 
interests of life insurance. But unin- 
formed policyholders do not know this. 





It is not sufficient for a life insurance | 


man to malign the twister, to denounce 
him in strong language, and attempt to 


brush him aside as unworthy of the | 


serious consideration of the policy- 
holder. The life insurance man must 
tell his policyholder why the twister is 
wrong, why his arguments are specious, 
and why what he offers will only work 
injury to any policyholder that accepts 
it. 
Policyholder Can Never 

Benefit by Twist 

The plain truth is that no policyholder 
can lapse a policy on which one or more 
premiums have been paid in an old line, 
sound and solvent, legal reserve life in- 
surance company, and take a new con- 
tract on any plan, in any other company 
and profit financially by the transac- 
tion. There are no exceptions. Argu- 
ment after argument may be submitted 
to refute this statement, but it is never- 
the less true. The twister will go al- 
most any lengths to prove his case. 
He will if he thinks it necessary accom- 
pany his figures with algebraic symbols, 
chemical formulae, musical notation, 
and even the signs of the Zodiac to 
Prove that he is right. 


Proper Classification of 
Persistent Twister 

_ These men who call themselves life 
msurance counsellors, auditors, ab- 
stractors, and experts cannot be con- 
demned in language strong enough to 
permit the magazine in which the de- 
nunciation appears to retain its second- 
class mailing privileges. Any life in- 
surance man who occasionally or reg- 
ularly twists a policyholder from one 
company to another is dishonest, un- 
fair, unscrupulous and a menace to the 
business, The man who makes a reg- 
ular business of twisting, the individual 
who sets himself up as one who is 
greatly benefiting policyholders by 
auditing” their insurance and plac- 


common-sense basis, is, 


safe blower, pickpocket and second story 


man. As a matter of fact he is really 
much worse because he poses as a 
benefactor. The victims of the hold- 


up man at least have a fighting chance. 
The man who is approached by the 
twister is like the country yokel at the 


county fair, who is told to step inside | 


and see the free, absolutely free, show, 
and then has his pockets picked by the 
management as he passes through the 
entrance, 
Argument Used to 

justify Twist 

Those who would defend the twister 
have as their main argument the prop- 


osition that the life insurance needs of | 


without minc- , 
ing words, in the same class with the | 


commission, to convince policyholders 
that their insurance is wrong, that 
they will buy new insurance with him, 
and as a result of the deal, pay him a 
commission. If the twister were hon- 
| est, he could do nothing but advise a 
policyholder to make the change, if one 
were needed, in the company in which 
the insurance was originally written. 
If twisters were really nothing but 
charitable workers, as many of them 
insist that they are they would seldom 
| write a new policy in a new company, 
but would only suggest a readjustment 
| of policies in the companies in which 
| policies were originally written. 
Fallacy of Contention 

Easily Seen 

If the twister’s argument is right, the 


sO 


} 
| 
| 
| 
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or lies.” 


business. 


Webster’s Dictionary defines the twister as “one who grossly exaggerates 


There is no room in the life insurance business for men answering this 
description. THE NATIONAL UNDERWRITER is opposed to the twister, and 
wishes to lend every assistance to regular life insurance men in combating 
the activities of these self-styled abstractors, and actuaries who are, ir reality, 
barnacles on the great ship of life insurance. 
encounters a twister in competition the editors of THE NATIONAL UNDERWRITER 
will be pleased to have the case referred to them, and to pass on the merits 
of the proposition offered by the twister, as disinterested authorities. 

THE NATIONAL UNDERWRITER has no ax to grind. 
in advancing the cause of good life insurance, and is willing and anxious to 
get behind the well intentioned life insurance men of the country in an effort 
to wipe out, so far as possible, the evils that the twister has brought to the 


When a regular life agent 


It is simply interested 











|a policyholder often change as his age 


| advances, 





ing it on what he chooses to term a 


that his circumstances are 
altered, and that if he purchased, 15 
years ago, a 20 payment life policy, he 


| legal 


may today be in need of an ordinary | 


life contract. Therefore, so the con- 
tention goes, when the twister changes 
his policy to the plan more suited to 
his needs, he is in reality doing the man 
a kindness, providing his beneficiaries 
with a larger amount of protection, and 
straightening him around generally as 
regards life insurance. 


Readjustment Should Be 

in Original Company 

Nobody denies that cases of this 
kind are to be found frequently, but 


they by no means justify the presence | 


of the twister. If a policyholder feels 
the need of changing his contract, the 
change should always be made in his 
own company. He cannot possibly 
profit by dropping a policy in one com- 
pany and taking a new one in an- 
other. Any adjustment in insurance 
should be made in his own company, 
for the very simple reason that by 
having his policy or policies revised in 
the company in which they were 
originally written, he loses nothing, re« 
tains the advantage of having all of his 
insurance at an early age, and pays no 
fee for having his policies revamped. 
Earning Commission 

Only Object of Twister 

The twister represents nobody but 
himself. i 


| of 


His one motive is to earn a’ 


reserve system is wrong. The 
twister approaches a man who has, say 
a 20 payment life policy with a reserve 
of $1,000. He points out to the policy- 
holder so circumstanced that he can 
surrender the policy, draw down the 
cash surrender value of $1,000, and buy 
new insurance on the ordinary life 
plan at the attained age, with the result 
that he will have the same amount of 
insurance, or perhaps a thousand or 
two more, and in addition the $1,000 


cash which can be invested in these 
times at 7 or 8 per cent. He asks the 
policyholder which he would rather 


have, the fixed amount of insurance, or 
the same amount of insurance plus the 
$1,000 cash. The thing looks plausible, 
and logical. But if this argument were 
followed to its natural conclusion, a 
policyholder would be taking down his 
cash surrender value every time it ac- 
cumulated to a sum of any considerable 
size. It would have to be a continuous 
process. A policyholder would have to 
keep on taking down his cash surrender 
value until the end of the chapter. 


Life Insurance Not Eight 

Per Cent Investment 

Legal reserve life insurance never has 
been and never will be presented to the 
public as the most attractive invest- 
ment obtainable from the standpoint 
interest returns. Life insurance 
not competing today with the 8 per 
cent investment of the stock market 
Life insurance is fundamentally a safe 
it'vestment. One of its chief attractions 


is 





| 
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| The 
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is its soundness, its solidity, its stability. 
When a man buys a Ife insurance pol- 
icy, he has something certain and sure 
interest returns are necessarily 
smaller than those paid on other forms 
investment. A life insurance pol- 
icy is first a contract providing protec- 
tion for beneficiaries, and second a safe 
investment. Business men buy life in- 
urance because they want to provide 
an absolutely unalterable plan for tak- 
ing care of their dependents after they 
are gone, The cash, loan, and surren- 
der value, the legal reserve, is an inte- 
gral part of the plan. Far from being 
a disadvantage, it is the one thing that 
gives strength to the legal reserve sys- 
tem. 


Well Planned Life Program 

Is Often Upset 

Most policyholders, if they are intel- 
ligently sold, buy life insurance with 
a definite object in mind, They map 
out for themselves a life insurance pro- 
gram. Then a few years later, along 
comes a twister and upsets their entire 
plan. He presents an elaborate set of 
figures to substantiate his contentions. 
He plants doubt in the policyholder’s 
mind. He submits, by one argument or 
another, that the policyholder is pay- 
ing too much for his life insurance, is 
being denied privilege of getting inter- 
est on the legal reserve fund that the 
twister takes care to point out belongs 
to him and not the company, and so 
befogs the issue that the policyholder 
is made to lose sight of his original 
plan, and is carried away by the idea 
that he has invested unwisely. He drops 
his old insurance to take out new, and 
by so doing places a commission in the 
twister’s pocket. This done, the twist- 
er’s object is accomplished. How the 
policyholder has fared causes him no 
concern. He has “slipped another one 
over.” He has done the one thing that 
he set out to do—written new insur- 
ance and received a commission for 
doing it. 


Regular Agents Can 

Improve Situation 

If all policyholders approached 
twisters would say, “You have 
vinced me that you are right. I be- 
lieve that I am carrying the wrong 
kind of insurance. I think that I ought 
to make a readjustment of some sort. 
I am glad you pointed out to me what 
I can do, and the kind of policies I 
ought to carry inorder to have life 
insurance that fits my circumstances. I 
am going to write to the companies in 
which I carry my insurance, and ask 
them to make the changes that you 
have suggested”—there would soon be 
few if any twisters in operation. If the 
twister could not write new business 
in new companies he would have no 
reason for operating, and would give it 
up as a bad job. The sole purpose of 
the twister to have policyholders 
lapse existing contracts in order to take 
out new insurance with him. If in sell- 


by 
con- 


is 


ling business regular life agents could 


strongly implant the idea that no pol- 
icyholder can possibly benefit by drop- 
ping one policy and taking another, the 
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way of the twister would be consider- 
ably harder. The fact that twisters are 
able to thrive as enormously as they 
are at the present time, is a rather sad 
commentary on the activities of regular 
life agents. It indicates quite clearly 
that perhaps the great mass of life 
insurance men are not keeping in touch 
with old policyholders, are not familiar 
with changing circumstances, and are 
not revising the insurance program of 
policyholders whose life insurance has 
become unsuited to their needs. 


Farm Conditions 
From the Standpoint 
of Life Insurance 


OHN M. STAHL, president of the 

Farmers National Life of Chicago, a 
company that writes almost exclusively 
farm business, says that its production 
for December was about 20 per cent 
greater than for December a year ago. 
Mr. Stahl himself is a farm specialist. 
In commenting on the situation, he 
says 
“We offered no special inducements 
to our agents to produce business dur- 
ing December, 1920. Our business shows 
that the farmers are not scared out alto- 
gether as some people think. The 
farmer has suffered more than any other 
man in the decline in prices of prod- 
ucts. But he has money and he has 
courage, and before 60 days he will be 
feeling in pretty good shape. We antici- 
pate a good business for 1921. It will 
take more work doubtless to sell the 
insurance this year than it took to sell 
insurance last year, but our agents have 
realized that and they have their work- 
ing clothes on.” 





Union Central Convention 


The following officers of the Union 
Central Life of Cincinnati are attending 
the Union Central agency convention at 
Palm Beach, Fla.: R. Clark, presi- 
dent; J. D. Sage vice-president; Allan 
Waters, second vice-president; George 
Williams, secretary; Dr. William Muhl- 
berg, medical director; E. E. Hard- 
castle, actuary; Tucker Carrington, 
auditor; J. R. Clark, Jr., assistant treas- 
urer; Chas. Hommeyer, assistant su- 
perintendent of agents, and Lawrence 
Maxwell, general counsel for the com- 
pany. The convention proper opened 
on Monday after Sunday had _ been 
spent in sightseeing about Jacksonville 
and vicinity. A message of welcome 
was extended to the delegates by C. H. 
Royalty, manager of the Union Central 
agency at Jacksonville, and the response 
was made by President Jesse R. Clark. 

No formal papers were prepared for 
the meeting, which was intended to be 
in the nature of an open forum. The 
writing of $200,000 of business in 1926 
qualified any man for the convention. 
An agent could also qualify by writing 
an amount equal to the average of his 
production in 1918 and 1919 or $150,000, 
depending upon which amount was 
greater. For all agents appointed since 
1919, $125,000 written was the amount 
to qualify. About 550 agents and office 
employes with members of their families 
are attending the convention. 





Two Conventions at Omaha 


Omaha is to have two important life 
insurance meetings in February. The 
annual meeting of the $100,000 club of 
the North American Life of Omaha will 
be held Feb. 10-12. Fifty delegates are 
expected to attend and the home office 
is making preparations to entertain the 
guests in a lavish manner. 

The agents of the Lincoln National 
Life will hold their annual convention 
at the Fontenelle hotel Feb. 2-4, at 
which time nearly 100 visitors are ex- 
pected. That convention promises to 
be one of the big insurance gatherings 
of the year in Omaha, not so much by 
reason of the actual number of agents 
and officials from that company who 
will be present, but because of certain 
subjects to be brought up and the 
speakers who will be in attendance. 











HANDLING THRIFT WEEK IN BIG WAY 











Detroit Life Insurance Men Utilizing It 
to the Full for Education of the Public 











troit is handling the life insurance 

business in a big way, as she is 
doing with all her other tremendous 
enterprises. The utilization of “Thrift 
Week,” Jan 17-22, for education along 
life insurance lines was managed by 
Nat. Reese, general agent, Provident 
Life & Trust, president of the Detroit 
Life Underwriters’ Association, sys- 
tematically and adequately. At the as- 
sociation’s January lunch and monthly 
meeting a card was at every plate read- 
ing, “I volunteer as a four-minute man 
for Thrift Week,” with lines for name, 
address and phone number. J. Fred 
Lawton, general agent, Connecticut Mu- 
tual, and George M. Robinson, cashier, 
Home Life, were appointed a commit- 
tee on speakers. The lines to be fol- 
lowed in the thrift campaign were thor- 
oughly discussed. 

Four-Minute Men Meet 


The committee and 48 volunteer 
“four-minute men,” all in the life insur- 
ance line, met on Jan. 14 in one of the 
big parlors of the Board of Commerce. 
The speakers were given their choice as 
to the gatherings they would address, a 
list of 100 or more of which had been 
compiled by Mr. Lawton—high school 
boys, employed boys, young men, 
women’s clubs, men’s lunch clubs, busi- 
ness organizations. 

A sample five-minute talk was given 
to each, to be varied according to per- 
sonal taste and local conditions. It 
read: 

A “Sample” Five-Minute Talk 


DD ‘troitis MICH., Jan. 


It gives me great pleasure as a rep- 
resentative of the life insurance pro- 
fession to stand before you knowing 
that you have 
purpose of listening to a life insurance 
man. Very few folks come any dis- 
tance to hear about life insurance, in 
fact, we find that people are rather in- 
clined to shrink and dodge from the re- 
sponsibility of it. Perhaps the reason 
is that life insurance suggests that a 
person must die some day, but surely 
we life insurance men are not to blame 
for this. We merely try with all our 
energy to see that the income a man 
earns while he is living is continued to 
his family when he passes on, so that 
his wife and children will not be com- 
pelled to greatly change their mode of 
living. One thing is certain, when a 
man dies everybody else comes to the 
front door with a BILL. The life in- 
surance man brings a check. 


Won’t Dwell on Sad Side 


But I'm not here to talk entirely upon 
the sad side of life insurance. I would 
rather tell you of the old folks who 
have been made independent and happy 
in later years because they have been 
wise enough in youth to establish the 
only automatic, systematic bank ac- 
count which harnesses up human be- 
ings to a set plan of saving. This bank 
account is a life insurance policy. 

All statistics show that at the age 
65, 97 men out of 100 in the United 
States either have to work or depend 
upon relatives or charity for support. 
Only three men out of 100 have save 
up enough to make them independent 
in old age. 


Out of 100 healthy young men at age 
25 when they reach age 65: 

36 are dead. 

1 is rich. 

4 are well to do. 

5 are working for support. 

54 are dependent upon relatives or 
charity for support. 

Must Take Figures to Heart 
These figures are astounding! Peo- | 


ple don’t like to face them, preferring 
to think of more pleasant things. But 
here they are and America, the most 
extravagant and thriftless nation on 
earth, must take them to heart. 

The great majority of people reach 
old age in poverty because they have 
followed no set plan in their lives. 
Every inmate of every poor house yp 


gathered here with the | 


_) 
18.—De-| this country has started a bank ac- 
count at some time in his life. But 
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they have reached old age in poverty 
because they have not had strength and 
ambition enough to follow any set plan 
of saving. They have not -been har- 
nessed up to a_ systematic program 
which has required them to deposit a 
certain amount of money each year as 
an old age fund. 


Policyholder Either Lives or Dies 


KHvery man who takes a life insur- 
ance policy either lives or dies during 
its term. If he lives he is creating a 
fund for use in his old age. If he 
dies he is creating a fund to allow his 
widow and children to live decently, as 
he has taught them to live during his 
life. 

In conclusion let me say that 
surance is a very simple thing. Some 
people are afraid of it only because 
they don’t understand it. Our biggest 
business men are the largest buyers of 
life insurance because they know what 
a wonderful service it performs. 

So let me ask you to believe 
life insurance man as your friend 
wherever you see him. Give him your 
support in the great social service 
work he is doing. Help him to help 
others, because in so doing you will be 
boosting what every man in the life 
insurance profession knows to be “the 
greatest thing in the world.” 


For those who did not wish to use 
this “canned” talk a schedule of sub- 


life in- 


in the 





jects was furnished as follows, the 
speakers to briefly cover each point or 
to specialize on one or more of them, 
but talks to be confined to ten minutes’ 
time and preferably less: 


WHAT LIFE INSURANCE 
FOR YOU 


WILL DO 


Replace your earning value in case of 
death. 

Provide a monthly income to pay rent 
and grocery bills. 

Provide an education 
daughter. 

Provide a sum to pay bills, notes and 
mortgages. 


for your son or 


Provide a form of pension for your 
old age. 

Provide a small monthly income to 
make your daughter independent as 


long as she lives, whether she be mar- 
ried or not. 
Provide a 
tax. 
Provide a sum to continue your busi- 
ness after death. 
Provide money by 
a home in old age. 
Provide an income in 
and permanent disability. 


sum to cover inheritance 


endowment to buy 


ease of total 


Questioning One’s Compensation 


The question has arisen at times when 
advice has been given a corporation de- 
siring to take out insurance to protect 
itself but hesitating to do so on account 
of the income tax, to have the insurance 
taken out by the proper person or persons 
made payable to a stockholder or a mem- 
ber of the family and let the salary of 
such official or officials be increased sufh- 
ciently to pay the premium, as to the at- 
titude of the revenue officer. The Internal 
Revenue Department has questioned this 
procedure, but in a decision in a case of 
the United States vs. the Philadelphia 
Knitting Mills Company the court held. 
that the Treasury Department has no au- 
thority under the present law to determine 
what is reasonable compensation for serv- 
ices except in cases where the officer of 
a corporation is also a stockholder. Even 
in a case of this kind the burden of proof 
is on the government to show that any 
part of the amount paid as compensation 
is in reality a distribution of profits. 





William F. Malone, general agent at 
Oklahoma City for the Columbian Na- 
tional Life for 15 years, died last week 
at Drumright, Okla., as a result of an 
attack of acute indigestion. 





Life Insurance Is 
Mighty Factor in 
Return to Normalcy 


BY WILLIAM H. HUNT 
President Cleveland Life 
URING the past two years life 

_ insurance has had a great upward 
swing in public favor. Its peculiar 
value to society has been emphasized by 
the world war and conditions, an after- 
math of the war. Life insurance has 
been the great shock absorber during 
these years of tension and is rendering 
a marvelous service in helping society 
to regain its equilibrium. 

There has been no debasement of the 
sound principles of life insurance dur- 
ing the period of our great national 
prosperity. The stigma of profiteering 
did not reach the business of life insur- 
ance. The scentific basis upon which 
life insurance operations are determined 
does not lend itself to profiteering en- 
terprise. And now, during the present 
period of general business recession 
and readjustment, life insurance is relied 
upon as never before as a dependable 
stabilizing agency. Breakers that jar 
the industrial world and at times tur- 
bulently derange general business cal- 
culations do not endanger the structure 
of sound life insurance. Life insurance 
is proving to be a mighty factor in 
making possible an orderly return to 
normalcy. The reason of men in every 
walk of life has been clarified by the 
beneficent operation of life insurance. 
Life insurance emerges from the stress 
and strain of the war and the unprece- 
dented wastage of the appalling influ- 
enza epidemic secure in its impregnable 
position better equipped than ever to 
serve the public need. 





Holds School of Instruction 


The school of instruction of the 
Bankers Life of Des Moines for district 
No. 1 was held Jan. 7-8 at” Atlantic 
City, with 100 salesmen attending. It 
is the aim of the school not only to 
improve the salesmanship proficiency 
of the company’s field staff, but also to 
elevate the standing of the life insur- 
ance profession generally. 

District No. 1 is comprised of Indi- 
ana, Michigan, West Virginia, Ohio, 
New York, Pennsylvania, Maryland, 
District of Columbia and New Jersey. 
In attendance with the salesmen from 
the various parts of the district were 
the following agency managers: Strong 
& North, Michigan; Ebert Storer, In- 
diana; H. H. Brown, West Virginia; 
C. L. Minshall, C. T. Bell, G. R. Craft, 
all of Ohio; W. E. Barger, western New 
York; A. F. Bowles, New York City; 
Clarke & Murrell, western Pennsyl- 
vania; C. H. Brown, Philadelphia; R. 
M. Waldron, District of Columbia and 
Maryland. 

President George Kuhns of the com- 
pany presided and the other home office 
officials who participated were Vice 
President G. S. Nollen, General Sales 
Manager R. W. Northstine, Publicity 
Manager B. N. Mills and Eastern Sales 
Manager W. W. Jaeger. 


Iowa Life Wins Tax Case 


An important decision of interest to 
life insurance companies was handed 
cown by the Iowa supreme court when 
the lowa Life of Waterloo won its tax 
assessment case against the Black 
Hawk county board of supervisors. 
claimed that counties 


The company 
cannot collect from insurance com- 
panies taxes in excess of the 5-mill 
rate as specified in the statutes. The 


supervisors contended that the 5-mill 
section in the law is unconstitutional. 
since the state constitution provides 
that all laws of general nature shall 
have a uniform operation and that this 
law is class legislation. 


The supreme court held that the 
supervisors had no grounds for de- 
nouncing as unconstitutional a [law 


whose operation has never injured the 
county and never can. 
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MISSOURI STATE LIFE 
NEW VICE-PRESIDENTS 


Three Elected by Directors at An- 
nual Meeting, Two from the 
Company’s Ranks 


CROWLEY ADDED TO LIST 


Travelers’ Man to Head Accident De- 
partment—Moriarity, Russell and 
Shepherd Promoted 


ST. LOUIS, MO., Jan. 18.—At the 
annual meeting of the directors of the 
Missouri State at its home office here 
today three second vice-presidents were 
elected. John J. Crowley, now assistant 
secretary of the Travelers, was one of 
the three. Mr. Crowley is to take 
charge of the company’s health and 
accident department, which field the 
company will enter in the immediate 
future, and will begin his duties about 
March 1. The other two second vice- 
presidents are from the company’s 
ranks—John J. Moriarity, formerly as- 
sistant secretary, and William E. Rus- 
sell, who held the position of manager 





JOHN J. CROWLEY 


Head of Missouri State Life’s New 
Accident Department 


of the mortgage loan department. Clin- 
ton O. Shepherd, who was promoted 
trom assistant actuary to actuary, suc- 
ceeds George Graham, who recently 
resigned. 

Mr. Crowley’s Career 


Mr. Crowley was born Nov. 21, 1886, 
at Hartford, Conn.; educated in the 
grammar and high schools of Hartford; 
entered the employ of the Travelers in 
the accident department March 13, 1903; 
on May 1, 1909, was made chief clerk 
of the accident actuarial department; on 
April 1, 1911, was appointed accident 
underwriter and served in this capacity 
until June, 1917. 

About June 1, 1917, Secretary of the 
Treasury McAdoo requested President 
Butler of the Travelers to furnish the 
government with a man capable of ar- 
ranging insurance to provide for the 
Protection of American seamen in the 
merchant marine. Mr. Crowley was as- 
signed to this work by President Butler 
and went to Washington on June 11, 
1917, where he was appointed as as- 
sistant director of the Bureau of War 
Risk and placed in charge of the organ- 
ization of the Seamen’s Division of the 
bureau. After the amended War Risk 
Act was passed, which provided for a 











takes a sobe 


past 


I believe those who are soon 


will be apparent. 


tions everywhere. 


fashioned Americanism. 


tution of industry. 


to prosperity. 


my utmost capacity. 
Hundred and Twenty-one. 








| LOOKING FORWARD 


I believe the world’s most serious problems have been, or are being, 
satisfactorily settled. It is comforting to me to know that our country | 
r, sane, view of the situation, and that as a people we are 
descending to earth from the clouds of extravagance and reckless spending. | 

I believe the spirit of America has the power to adjust itself to what- | 
ever situation with which it may be confronted, in the future as in the | 


I believe those in charge of our national affairs met the situation 
during the World War as best they could, and when America is contrasted 
with other nations we realize that we have indeed been fortunate. | 


National Government will conscientiously endeavor to so function that 
} immediate improvement in the general economic and financial situation | 


__I believe the leaders in American industry and finance will co-operate 
with government to promote prosperity, and in the betterment of condi- 


I believe this to be a time for common sense and confidence in old- 
Conditions can not change over night without 
smashing things. We must not expect the impossible. 
of prices that is not general is not equitable. 

I believe the time has come for producers, sellers and buyers to realize 
that they are links in the great chain of American business, and that when 
one link is broken, or weakened, business depression follows. 

I believe the continued progress and improved prosperity of our 
country depend upon an honest day’s work from everyone, and that a 
full day’s work will bring as a reward not only a full day’s pay, but the 
knowledge that we have thus helped to stabilize the great American insti- 


I believe we should inaugurate a program of sane buying, so that the 
merchants may buy from manufacturers, and they from producers. 
only, will men and women find profitable employment, which is essential 


I believe all of these things, and shall practice them to the extent of 
If you agree, you will do likewise during Nineteen 


Yours very sincerely, 
R 


Manager Iowa State Agency, Equitable of New York. 


to assume the responsibilities of our 


A re-adjustment 


Thus, 


OY H. HEARTMAN, 











ments to the dependents of soldiers and 
sailors, Mr. Crowley was appointed as- 
sistant director of the bureau, charged 
with the organization of the Division 
of Military and Naval Insurance in the 
Bureau of War Risk. 

Made Captain and Major 


On Dec. 19, 1917, he was commis- 
sioned a captain in the adjutant gen- 
eral’s department, but was immediately 
detached and assigned to the Bureau of 
War Risk as assistant director, continu- 
ing on this status until the latter part 
of 1918, when he was ordered back to 
the war department. Early in 1919 he 
was promoted to major and placed in 


debarkation, camps, cantonments and 
army headquarters throughout the 
country under the direction of Col. D. 
’. Beckham, serving in this capacity 
until Sept. 11, 1919, when he was dis- 
charged from the army. 

In January, 1919, Mr. Crowley was 


dent department of the Travelers, and 
after his discharge from the army in 
September returned to Hartford and 
took up his duties with the company. 
The Missouri State Life feels that the 


tion of second vice-president, at 
head of its health and accident depart- 
ment, is a most decided addition to its 
official family, and that it is bound to 
achieve the success in this new depart- 
ment as it has in its other departments. 
Russell Native St. Louisan 


William E. Russell, who was elected 
second vice-president at the same meet- 
ing, was born in St. Louis, Feb. 9, 
1889; educated in the public schools of 
St. Louis; entered the United States 
navy in 1905 and made a trip around 
the world with the famous Atlantic fleet. 
After receiving his honorable discharge 
in 1909 he served six years with St. 
Louis banks—five years with the Mis- 
sissippi Valley Trust Company and one 
year with the Central National Bank. 
In 1915 he resigned his position with 
the Central National Bank to join the 
forces of the Missouri State Life in its 
mortgage loan department, and was 
made manager of this department in 
January, 1918. Mr. Russell is married 
and has two bouncing boys. Mr. Rus- 
sell has rendered the company excel- 





System of allotment and allowance pay- 


lent service and his election to the office 


charge of insurance work at the port of | 


| that time 


- 'S | partment, 
elected assistant secretary of the acci- | 


of second vice-president is in 
nition of his splendid work. 
Moriarity Retains Old Duties 


John J. Moriarity, who was also 
made second vice-president, was born 
on a farm in the foothills of the Berk- 
shires at Chatham, N. Y., Oct. 3, 1883. 
His parents moved to Hartford, Conn., 
in 1898. He attended the public schools, 
at the age of 15 entered the employ of 
the Hartford Life and after serving his 
apprenticeship as office boy acquired 
experience in the various capacities in 
the office until February, 1913, when 
the Hartford Life merged with the Mis- 
souri State Life, which took him to St. 
Louis. In October, 1913, he was elected 
secretary of the $100,000 Club and since 
has been the escort of the 
company’s various club trips. In Janu- 
ary, 1918, he was elected assistant secre- 
tary. His association with the Missouri 
State Life has been in the agency de- 
and necessarily in agency 
matters he has been very closely asso- 
ciated with Vice-President T. F. Law- 
rence. His duties in the new position 


recog- 


| will not be materially changed, except 
| in consequence it will carry a few more 





; : € | executive 
election of Maj. Crowley to the posi- | 
the | 


matters. 
Shepherd Made Actuary 


Clinton O. Shepherd, who was pro- 
moted from assistant actuary to actu- 
ary, which position was recently vacated 
by George Graham, was born June 24, 
1886, at Kalamazoo, Mich.; completed 
his schooling at Kalamazoo College, 
Mich. Following his school work he 
worked in the office of the Security 
Life of America for nearly a year, then 
in the branch office of the Mutual Life 
of New York in Chicago for a year and 
one-half; later he entered the services 
of the U. S. Annuity & Life in Chicago, 
where he remained for five years, the 
last three of which he was actuary. 
Leaving the U. S. Annuity & Life, Mr. 
Shepherd became actuary of the Na- 
tional Fidelity Life of Sioux City, Ia., 
and remained with that company until 
October, 1917, when he accepted a posi- 
tion as assistant actuary with the Mis- 
souri State Life. He is an associate 
member of the Actuarial Society of 
America and American Institution of 
Actuaries. It will therefore be seen that 
Mr. Shepherd is a man thoroughly con- 
versant with actuarial lines and is well 
fitted for his new position. 





BIG BUSINESS IN 1920 


Prudential Reports Paid-For Busi- 
ness Last Year Totalled More 
Than Billion 


BIG GAINS ARE GENERAL 


Companies in All Parts of Country 
Made Excellent Increases in 
Insurance in Force 


At the annual meeting of the Pruden- 
tial of Newark President Dryden an- 
nounced that during the past year the 
company had secured in new paid-for 
$1,000,000,000, bringing 
amount of its insurance in 
$5,000,000,000. While the 
writings in 1920 were the largest in the 


business 
the total 
force 


over 
above 


history of the company and the great- 
est sum thus far announced by any 
office in the country, field representa- 
tives of the Prudential, far from being 
depressed over the outlook for the new 
year, are pronouncedly optimistic and 
feel that the record of 1920, astounding 
as it is, will be equaled if not surpassed 
in 1921. Last year the payments of the 
Prudential to its policyholders exceeded 
$63,000,000, totaling since organization 
$679,000,000. 


Pacific Mutual Life 


Few of the big eastern companies 
have given out definite figures as yet 
as to 1920, but reports from all sec- 
tions of the country show good gains. 
The Pacific Mutual Life last year had 
paid for business of $104,000,000, against 
$71,177,949 in 1919. The increase in in- 
surance in force in 1920 was $84,203,213. 

The Southwestern Life of Dallas, 
Texas, had $34,769,679 paid for business 
last year and $95,259,686 insurance in 
force Dec. 31, showing a gain for the 
year of $27,874,461. 

Kansas City Life 


The annual statement of the Kansas 
City Life shows new business last year 
of $63,981,633. Outside of revivals and 
increases the new business was some- 
what above $63,000,000. The insurance 
in force is $220,336,167. Death claims 
paid last year amounted to $1,056,938. 
The company’s mortality experience 
was 50.6 percent. The average interest 
rate earned on its investments was 6.5 
percent. -Its assets are $17,490,596; its 
assigned surplus is $1,342,976; its un- 
assigned surplus, $201,715. The gain in 
insurance in force was $37,820,522. The 
assets increased $3,780,304. The gain 
in surplus was $289,312, of which $245,- 
613 was added to the assigned surplus 
and $43,699 to the unassigned. The 
company had the greatest year in its 
history. 

Missouri State Life 


The Missouri State Life showed a 
gain in insurance in force during 1920 
of $82,913,169, and total insurance in 
force, Dec. 31, $302,328,804. The in- 
crease in assets in 1920 was $5,117,194. 

The Central Life of Des Moines had 


new paid-for business last year of 
$31,050,229. Its total insurance in force 
Dec. 31 was $105,723,550, showing a 
gain for the year of $20,946,277, or 
23.51 percent. 


Texas Companies’ Figures 


The Great Southern Life of Houston, 
Tex., last year made a gain in insur- 
ance in force of $17,880,000 and now has 
a total of insurance in force of $105,- 
573,682. It reports for last year a paid- 
for business of $26,789,550. 

The Amicable Life of Waco, Tex., 
shows $18,182,309 insurance in force 
Dec. 31, a gain of $2,622,972 for the 
year. The paid-for business in 1920 
was $3,402,905. 
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The annual report of the Detroit Life 
shows insurance in force of $22,004,800, 
increase $5,127,229. The company shows 
a record of new business written of 
$9,439,706, new insurance paid for $7,581,- 
444. It represents an increase over the 
production of 1919 of $2,276,444. This in- 
crease is a net of 43 percent. The total 
premium income of the Detroit Life in 
1920 was $769,979, an increase of $204,348. 

Girard Life—New paid for business 
1920, $4,425,064 (including revivals); 
new paid for business 1919, $3,470,852 
(including revivals); increase of insur- 
ance in force 1920 $3,074,388. 

Grange Life—New paid for business 
1920, $5,576,722; increase of insurance in 
force 1920, $3,600,000. 

Manhattan Life, N. Y—New 
business 1920, $15,144,659; new 
business 1919, $7,883,853. 

Omaha Life—New paid for business 
1920, $3,008,000; new paid for business 
1919, $2,687,500; increase of insurance in 
force 1920, $3,561,000. 


paid for 
paid for 





INTEREST IN COURT DECISION 
Has Direct Bearing on Issue Over 
Taxing Benefits From Corporation 
Life Insurance Policies 





Life insurance men are interested in the 
decision of the federal district court of 
Connecticut which has a direct bearing in 
the ruling made by the Internal Revenue 
Department that business insurance paid 
to a corporation is income and is therefore 
taxable. The court in the Connecticut 
case declared that gain or profit on sale 
of capital assets is not income and not 
subject to taxation. The case was F. F. 
Brewster against J. J. Walsh, collector of 
internal revenue. 

The case involved the sale of stock 
and bonds at a profit. The income tax 
law of 1916 is involved in the controversy. 
The plaintiff contended that in taxing 
capital assets, the internal revenue depart- 
ment was violating the sixteenth amend- 














FIGURES FROM DECEMBER 31, 


1920, 


STATEMENTS 





LIFE COMPANIES 





Admitted Capital 
Company— Assets Stock 
Amicable Life..... $ 3,889,232$  820,000$ 
Central Life, Ia.... 9,874,263 ........ 
Continental Life... 3,916,856 654,490 
Des Moines L. & A. 894,650 500,000 
Equitable, Ia...... 33,676,094 500,000 
Fort Worth Life... 1,768,97 4 107,701 
Gem City Life..... 371,548 106,550 
Gt. Southern Life.. 10,348,510 600,000 
PEEGGS ZATO. ccc. 1,120,491 416,790 
Lincoln Nat. Life.. 10,261,468 500,000 
Minnesota Mutual... 8,052,192 ........ 
Montana Life...... 3,403,221 250,000 
Nat. Guardian...... 1,254,405 100,000 
National Life, Vt.. 74,609,279 ........ 
North Am. Life.... 5,850,000 700,000 
Northern Assur.... 2,521,388 100,000 
Provident L. & T..118,819,303 2,000,000 


Register Life...... 2,908,305 


Southeastern Life.. 1,467,044 100,000 
Southwestern Life. 8,512,391 750,000 
Surety Fund....... 1,075,000 100,000 

States..... 5,100,000 1,000,000 


Western 
*Amortized. 


ment of the United States Constitution 
which reads, “The Congress shall have 
power to lay and collect taxes on income 
from whatever source derived without ap- 
portionment among the several states and 
without regard to any census or enumera- 
tion.” 

The plaintiff contends that the statute 
which has been interpreted by the Internal 
Revenue Department to cover capital as- 
sets is unconstitutional in so far as it 
taxes as income, the increasing value of 
investments when realized by sale. He de- 
clared that such tax is a direct tax on 
property not authorized by the sixteenth 
amendment and not taxable as income. 
The plaintiff contended that such gains 
do not come within the definition of in- 
come as the word is used in the sixteenth 
amendment. 





Paid Gain in 

Net Business, Ins. in Ins. in 

Surplus 1920 Force Force 
752,150 $ 3,402,905 $18,182,309 y 


1,009,839 31,050,229 105,723,551 


673,148 7,108,141 31,573,988 5,101,196 
103,399 7,729,402 14,207,964 5,620,731 
1,194,289 62,399,248 254,538,407 47,985,004 
136,000 4,068,579 15,480,510 2,808,222 
11,342 1,228,760 3,922,631 "673,115 
63,999 26,789,550 105,573,682 17,880,000 
263,451 11,336,680 8,264,188 3,072,492 
558,808 68, 308, 639 159,349,378 50,115,634 
452,778 25,561,4 16 77,604,480 16,800,136 
359,317 10, 641, 635 35,379,261 4,632 2025 
66,212 6,032,232 15,705,000 4,040,896 
*4,480,187 61,623, 593 309,455,304 41,653,744 
125,000 19°500,000 60,500,000 12,800,000 
21,055 9,768,425 30,829,093 6,921,568 
6,948,518 101,482,000 547,280,158 66,761,881 
114,149 65,201,653 22,602,547 4,157,685 
37,775 3,675,402 17,423,674 2,096,244 
192,648 34,769,679 95,259,686 27,874,461 
51,681 2°587,594 15, 202,000 846,186 
175,000 12,750,000 43,000,000 9,000,000 


Agency Meeting at Oshkosh 


Forty agents from seventeen coun- 
ties attended a district meeting of the 
Northwestern Mutual Life at Oshkosh, 
Jan. 13. D. N. Cameron, district agent, 
was chairman. Among the speakers 
were F. J. Sensenbrenner, paper mill 
manufacturer of Neenah; Mitchell 
Joannes, merchant of Green Bay; M. J. 
Cleary, vice-president of the company; 
George E. Copeland, superintendent of 
agencies, and Attorney E. J. Dempsey 
of Oshkosh. More than $10,000,000 of 
new business in the district during 1920 
was reported by Mr. Cameron. Only 
Milwaukee exceeded this district in per 
capita production, and only New York, 
Chicago, St. Louis and Milwaukee 
agencies exceeded the amount of new 
business written. 





Paid 

Prem. Total Policy- Disburse- 

Income, Income, holders, ments, 

1920 1920 1920 1920 
594,335 $ 860,769$ 122,753$ 512,697 
3,499,706 3,988,671 821,463 2,220,971 
982,778 1,171,136 219,262 588,556 
462,999 §24,115 63,296 291,251 
7,994, "052 9,641,302 2,721,973 6,124,703 
468,527 652,322 69,361 366,193 
128,474 146,033 14,565 78,677 
2,831,444 4,363,811 759,357 2,953,642 
350,577 422,440 45,016 272,366 
4,484,021 5,130,012 974.310 3, 099. 052 
2,328,903 2,693,686 778,749 1 739,233 
1,241,468 1, 507,074 324,408 893,098 
468,086 522,554 69,280 258,681 
10,767,007 14,644,112 9,165,082 12,045,517 
1,725,000 2°050.000 460,000 1,435,000 
850,690 rk 5 Brverer cr Meet 
18,974,364 ....ee-% O.340.007T . .cccooss 
641,923 787,989 312,636 515,818 
54,718 545,042 103,164 307,545 
05,3: 3,457,935 567,546 2,013,765 
1,555,000 Bf eer rr eee 





The Class A prize was presented to 
M. A. Carroll of Oshkosh, for report- 
ing the largest business in the agency 
in a single year, his total being $1,098,- 
000. U. S. O’Connor, Fond du Lac, 
received the Class B prize for the 
largest amount of premiums, his total 
being $37,064.38. Class C award went 
to H. O. Regner of West Bend, who 
wrote the largest business among the 
special agents, $262,000. The prizes 
were, in the order given, a gold medal 
watch fob, a watch fob and a silver 
loving cup. In his address on sales- 
manship, Mr. Cleary emphasized the 
point that the successful agent must 
make his head and his feet co-operate. 
E. J. Dempsey of Oshkosh said he 
felt the company must give thought to 
insuring women. 





First Mortgage Real Estate Loans 
U.S. and School Bonds 
Real Estate Owned 


Loans to Policyholders..............-ssssescceeeeeee 


Cash in Bank and Certificate of Deposit.....................-. ie 


$12,003,560.99 
2,241,482.32 





.$17,519,438.15 
28,842.23 





CURA kaNN ene Ree aa CeS $17,490,595.92 


1920 NEW 


eoetbed Om PAmCOMONS . 0 wc cece ces 
Old Policies Increased ....... 


Old Policies Revived ........ 
TOTAL . AE eta 
Insurance in 7 we 12-31- 20 . 


Kansas City Life Insurance Company 


Condensed Annual Statement—December 31, 1921 


RESOURCES LIABILITIES 


IN i ick nein anna aaa ee 
Present Value of Unpaid Installment Claims................... 


Reported Death Claims 


Premiums and Interest Paid in Advance. . 
Bills and Accounts Payable.............. 
8 ee ee 
rer ee 
Surplus Assigned for Annual and Deferred Policy 
RES ne reer ee cee 
Unassigned Surplus................ 
Total Admitted Surplus Assets to Protect Policyholders. . 


BUSINESS 


pestle sahara eked aonss act $15,240,653.26 

130,738.77 

iieiae interes wes wens 167,976.34 

itkbierheeena kan hae 69,484.60 

Ceiatitwiinmacenneets 37.051.30 

RE a eT Eee 100,000.00 
ica meweined $ 200,000.00 
Pane 1,342,976.60 
seukwenene 201,715.05 

1,744,691.65 

ahi a asinine peesaale wire $17,490,595.92 


$63,036,028.00 
268,415.00 
677,190.00 





$63,981,633.00 
: . $220, 336,167.00 











The issued and paid for business during 1920 was 
the largest in the history of the Company 











Our policies protect the 


100,000 in the western half of the United States 


homes of more than 








Death Claims Paid During 1920 Was $1,056,938.19. The Total Amount Paid to Policyholders Was $1,622,788.61. 
The Company’s Mortality Experience During the Year Was 50.6% of the Expected. 


The Average Interest Rate on Its Investments Was 6.5%. 


C. N. SEARS, Secretary 





J. B. REYNOLDS, President 
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The Lincoln National 
Life Insurance Company 


Financial Condition, December 31, 1920 


ASSETS 


EE ry mer eee ee $ 7,064,278.18 
(On property appraised at....... $18,856,180.00) 


on cnc awe adn as aha anes 

United States and other bonds . 

Cash in bank and office .............. 
($888,036.40 at interest) 

Loans to policyholders ............... 


(Loans not exceeding cash value of the policies) 


Interest due and accrued to Dec. 31... 
Net premiums in course of collection. . . 
ST EES oo scree whe weenveuess 


EE RE a See 
Deduct non-admitted assets .......... 


Net admitted assets ............... 


LIABILITIES 


Policy, disability and double indemnity reserves 


on deposit with State of Indiana 


341,343.79 
553,209.15 
897 246.83 


920,817.77 


175,240.19 
350.055.36 
127,848 44 
$10,430,039.71 
168,571.29 


$10,261,468.42 





$ 8,705,624.02 








Premiums and Interest collected in advance ...... 47,699.50 
Reserve for taxes payable in 1921.................. 84,429.47 
Death claims reported on which no proofs have J 
I iia cccnsck aces ane eesseess 67,983.50 
Amounts set aside for, or already apportioned 
NR  Gawnne 6556504600040 eeen eee ees ees 261,181 08 
I n.d os eness sce seaness pessesseees 35,743.34 
Unassigned surplus............... $558,807.51 
Capital stock. ...........0.2-000: 500,000.00 — 
Surplus to protect policyholders ................. 1,058,807.51 
$10,261 468.42 
New Insurance Paid for in 1920, ...... $68,308,639 
Gain of Insurance in Force in 1920,.... $50.115,634 


Total in Force December 31, 1920, $159,349,378 


Just another reason why 


_ 


it pays to 





= 
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The Lincoln National 
Life Insurance Company 


“Its Name Indicates Its Character” 
> Lincoln Life Building 
| ( FORT WAYNE - INDIANA 
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GOOD GAINS AT OMAHA 
NEBRASKA HAD GOOD RECORD 
Figure for 1920 Show Big Increases— 
All Optimistic Regarding 


Business This Year 


OMAHA, NEB., Jan. 18.—A resume 


| of the 1920 business of the local life 





companies in Omaha shows a material 
and in some instances an amazing in- 
crease both in new business procured 
and in total volume of business written 
over 1919. Every company made money. 
Every company increased its business 
volume and most of them look forward 
to a great increase in volume of busi- 
ness for 1921. R. L. Robison, president 
of the Bankers’ Reserve Life, antici- 
pates fully as good a year as 1920, but 
does not believe that 1921 will not 
surpass 1920, “for 1920 was one of the 
best,” he says, “surprising as that may 
be in some quarters.” ; 
Appointing New General Agents 


The Bankers’ Reserve, however, is 
showing its confidence in the new year 
by appointing new general agents. It 
has several in view not yet named, Mr. 
Robison said. 

Several of the local companies are 
entering new territory this year also 
though the Bankers’ Reserve is not con- 
templating such a move at this time. 
Statistics show that this company in- 
creased its new business by about 33 
per cent over 1919. In 1919 it wrote 
$19,000,000, while last year the total 
surpassed $27,000,000. Business in 
force at the end of 1920 was $77,500,000. 
In 1919 it was $58,000,000. The com- 
pany is now operating in 25 states. 

Commonwealth Life Figures 


The Commonwealth Life increased 
its new business last year by $4,000,000. 
The volume done in 1919 was $11,- 
000,000. In 1920 it passed $15,000,000, 
Business in force at the close of 1919 
was $36,000,000, while on Jan. 1, 1921, 
it stood at $40,000,000. 

“The life insurance business is going 
to be better in this section of the coun- 
try this year than 1920 was,” declared 
an official of the company. “This will 
be due almost entirely to more satis- 
factory money conditions. We have 
appointed several new general agents 
and expect to appoint others. We ex- 
pect to open up the state of Washing- 
ton this year. We are already operating 
in ten states.” 

The Guarantee Fund Life shows new 
business in 1920 of $43,000,000, or an 
increase of $14,000,000. Susiness in 
force at the end of 1919 was $112,- 
000,000, while at the close of last year 
it was $137,000,000. 

Increase for Prairie Life 

The Prairie Life increased its total 
business by about 33 per cent. It 
wrote a total volume of $1,700,000 in 
1920 and $1,200,000 in 1919. The com- 
pany is operating at present in Iowa 
and Nebraska, but will open up South 
Dakota this year, according to Dr. W. 
R. McGrew, president and medical 
examiner. 

All company officials are unusually 
enthusiastic as to the 1921 outlook. 
They are already going after the busi- 
ness, for they scout the talk of a few 
to the effect that “we must expect a 
slump for a month or two this year.” 
They don’t believe it, and they say so 


frankly. 
Wisconsin Man Changes Field 


A. W. H. Giesecke, acting detached as- 
sistant superintendent of the Prudential 
in the Sheboygan, Wis., district, has re- 
signed and announced that he will en- 
gage in the general insurance business 
in Sheboygan. He was formerly located 
in Milwaukee, with the Prudential, and 
was for a time assistant superintendent. 
He was transferred to Sheboygan in 1910 
and there succeeded Superintendent 
Baum, who was transferred to Escanaba, 
Mich. 








THE NATIONAL UNDERWRITER 





January 20, 1921 











































INDIANA 
A State of Wealth 


According to the latest estimate the 
aggregate wealth of Indiana is upward of 
$6,000,000,000. In 1912 the aggregate 
wealth was placed at $5, 194,682,500. 
There are in the [state something like 800,000 
‘families. 

Indiana is regarded as the economic center of 
America so far as manufacturing is concerned. It 
is the middle of the great corn belt of America. In 
theagricultural section lifeinsurance men have had 
wonderful success. The soil is well adapted to the 
production of the staple crops of the great middle 
west, particularly, corn, oats, winter wheat and 
grasses. Indiana farmers have made money and 
are making money today. They will continue to 
make money. They are friends of life insurance. 
The hundreds of life insurance men that have 
worked in the state have been of vast educational 
benefit. The seed has been well sown and the 
field has been carefully cultivated. 

The CENTRAL STATES LIFE, confining its operations 


to Indiana, has made a careful study of the state from 
various standpoints. Centering its activities on a limited 
area, it is able to give personal attention to the various 
counties. It knows what arguments are applicable to 














particular sections. It appreciates the appeal that can be 
made in various localities. 

By being in immediate contact with the 
state and the conditions in each and every 
section, it is able to be of practical assist- 
ance to every man in the field. This 
means that there is no lost motion. Every 
lick counts. Central States Life-men are 
making good money 
and are creating renew- 
al accounts that are 
accumulating in value. 


























































Come with the 


CENTRAL STATES LIFE 


Insurance Co. 


Crawfordsville, Indiana 





If you want to write life insurance in Indiana 


WRITE TO 


THOMAS L. NEAL, 
Second Vice President and Agency Manager 


Secretary, 


Clifford V. Peterson 


President, 


Edwin M. Brown 
































COMPANY’S BIG YEAR 


CONNECTICUT MUTUAL RALLY 





Home Office to Tell Something of the 
Results and Give Plans for 
the Future 





Forty-five agents of the Connecticut 
Mutual in Illinois were the guests of 
Samuel T. Chase, general agent at. Chi- 
cago, at a meeting and luncheon in 
Chicago, last Saturday. 

Mr. Chase presided at the luncheon. 
He commended the agents on the rec- 
ord which they had made during the 
year in paying for $7,000,000 of new 
business. He said it was the largest 
production ever accomplished by any 
one agency in the history of the com- 
pany. He said that in order to de- 
tend its title as the company’s leading 
agency it would have to work harder 
and fight harder during 1921 because 
of the strong argument which the New 
York agency of the company is putting 
up for the honor. 


James Lee Loomis Speaks 


James Lee Loomis, - vice-president, 
gave an interesting outline of the com- 
pany’s new developments. He said that 
1920 was the largest year in its history, 
the Connecticut Mutual having paid for 
$75,000,000 of new business, as com- 
pared with $63,000,000 the year previ- 
ous. From a mortality standpoint, the 
year was a most favorable one, it hav- 
ing been about 62 percent of the ex- 
pected. He said that it should continue 
more favorable, but that he looked for 
some slight moral hazard due to sui- 
cides caused by the depressed business 
conditions. 

A program of organization and edu- 
cation for the coming year was out- 
lined by Mr. Loomis. He emphasized 
the need of the better equipped sales- 
man in these times of a buyer’s market. 
The situation, he said, is not one which 
is to be regarded in a pessimistic light, 
but the salesman must display his true 
wares. If he is prepared and equipped, 
he will maintain and increase his vol- 
ume of new business during 1921. 


H. H, Steiner Talks 


Another guest from Hartford was 
H. H. Steiner, superintendent of agents, 
who gave some interesting and instruc- 
tive points on improved methods of 
selling. He said that the company 
now has 417 full-time men, as com- 
pared with 126 in 1918. He told of 
the company’s educational course and 
said that 166 certificates had been pre- 
sented to those who had finished the 
course. One or more agents from 35 
of the 46 agencies have qualified and 
received a certificate. The company 
has made a close study of the experi- 
ence with these men and it finds that 
the course has developed them into 
superior salesmen. An effort will be 
made to make the entire agency force 
100 percent educational. 


Book of Instruction 


Mr. Steiner said that the company is 
to get out a book of instruction in con- 
junction with its program of education. 
This will contain material under 14 
different heads, put out in circular 
form. Loose leaf binders will be pro- 
vided so that the book may be added 
to or corrected from time to time. It 
is expected that this will be ready by 
the middle of March. The material will 
all be compiled by home office officials, 
assisted by the general agents. 

Mr. Steiner announced that this fall 
the company will celebrate its 75th an- 
niversary with a big convention at the 
Ocean House, Swampscott, Mass. 
Agents who wish to qualify for this 
convention must produce at least $200,- 
000 of new business, and the time limit 
expires August 15. It is planned to 
hold it the day after labor day. which 
is September 6. 

Other speakers at the meeting were 








CHARGES NOW ON FILE 





MOUNTAIN STATES ATTACKED 





New Denver Company Will Be Given 
Opportunity to Reply to the 
Complaint 





DENVER, COLO. Jan. 18.— 
Charges have been filed in the Colorado 
department against the new Mountain 
States Life of this city which was re- 
cently organized. Claude F. Fairchild, 
formerly insurance commissioner of 
Colorado, is president, and Robert B. 
Forsyth, formerly insurance commis- 
sioner of Wyoming, is vice-president. 
The charges are made by General Agent 
M. G. Hodnette of the Union Central 
Life in this city. He declares that the 
company was illegally formed and is 
being operated illegally. Commissioner 
Wilson has set Feb. 1 for a hearing. 


Points in the Bill 


In Mr. Hodnette’s bill of complaint 
he sets up four separate points. They 
are: 

1. The company got its license from 
a deputy, not from the commissioner of 
insurance, as required by law, no power 
being vested in the deputy to do these 
acts. 

2. The total capital stock was not 
properly subscribed for as required by 
law at the time the license was issued. 

3. Violation of the maximum re- 
quirement in promotion cost of 20 per- 
cent is charged. 

4. The selling of stock as an induce- 
ment to take out life insurance in the 
same company is declared to be con- 
trary to Colorado law. 

Inasmuch as Commissioner Fairchild 
of this company had not resigned at the 
time this company was licensed by his 
deputy the case takes on some interest- 
ing angles. Mr. Hodnette is determined 
to push the case vigorously. 


Plea for Wisconsin Federation 


E. F. Fuller, agent of the Equitable, 
at a stirring meeting of the Milwaukee 
Association of Life Underwriters last 
week, said: 

“I was told by a life man today that 
I should stay out of the Wisconsin In- 
surance Federation, because that is 
against the government. That's the kind 
of propaganda these Nonpartisans are 
going to fight us with, in their effort 
to snarl life and other insurance into 
their nets. I maintain that the constitu- 
tion of the United States guarantees us 
the right of the pursuit of our business 
and the right to protect ourselves from 
common or uncommon enemies.” 

Mrs. Mary A. Fletcher, organizer for 
the Federation, was introduced by Man- 
ford M. McMillan, president of the asso- 
ciation, with an address on the coming 
operations of the Nonpartisan Leaguers 
in Wisconsin and Iowa. “It is a doctrine 
we must combat,” she said, “and that can 
only be done by organized work. Re- 
member, the lawmakers are in session 
now and you know what the league in- 
tends to do in the elections of 1922, ac- 
cording to entirely reliable reports.” 


At the annual meeting last week of 
the stockholders of the Kansas Cit) 
Life Frank W. McAlester, member of 
the board and retiring attorney general 
of Missouri, was chosen as general 
counsel for the company. 








A. S. Freeman, district agent at De- 
eatur, DIL; Higman, assistant 
manager of the Chicago agency; Max 
Lindauer, Chicago branch manager; 
). L. Lee, general agent at Peoria, 
Ill.; Dr. J. H. Pearce, agent at Peoria, 
and A. S. Dempsey, Chicago agent. 
Two very impressive features of the 
meeting were the signing by several 
members of the Decatur delegation. 
headed by Mr. Freeman, and the talk 
by Dr. Pearce. Dr. Pearce is a blind 
agent who solicits his business along 
with his wife. Both he and Mrs. Pearce 
were at the meeting and his talk on 
how he gets his business gave a dra- 
matic touch to the program. 
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Banker’s Story Shows 
How Thrift and Life 


Insurance Connect Up 


ILWAUKEE, WIS., Jan. 18.— 

Thrift week in Milwaukee was 
well supported by the members of the 
Milwaukee Association of Life Under- 
writers. As an initial event, John H. 
Puelicher, president of the Marshall & 
Illsley bank of Milwaukee, which for 
some time has been running a series 
of newspaper advertisements on thrift, 
urging the purchase of life insurance 
policies in connection with thrift plans 
ot the public, addressed the members of 
the association. 

“I want to tell you a story. It is 
about myself, but I may be excused for 
this, I am sure,” said Mr. Puelicher, 
“when you know the story. When a 
young man, and married but a year, 
and with our first baby, one thing that 
always bothered me was the rent on 
our little house. I got so I paid it six 
months in advance, so as not to have 
that awful rent day coming every 30 
days. Then I began to figure on buy- 
ing a home, and paying the rent to my- 
self. This we did. 


Took Out Endowment Policy 


“Then I got to thinking about what 
would happen to my family under the 
circumstances, in case I should die, 
say, the next day. So I took out a 
20-year endowment policy, and this was 
the result of all of this: 

“The rent I had been paying on a 
smaller house than the one we bought 
—and we still live in that house—paid 
for the following items: The premium 
on the policy, 5 percent interest on the 
investment, all taxes, about $43 for re- 
pairs, full protection on my life, and 
some other little items. Mind you, 
this all came out of the rent we had 
been paying, and for a smaller and 
much more modest place. 

“But, the big point I have yet omitted. 
The policy paid for the house, on top 
of everything else. If I had not done 
this, all of that would have been handed 
to the landlord. 


Thrift of Time Important 


“There is such a thing as the abuse 


of thrift. Gladstone spoke of the thrift 
of time. I have been too thrifty to- 
day. I have to catch a train in a half 


hour for New York. However, thrift 
of time—and I want to impress this 
on every young insurance man—will 
pay interest in the future at a usurious 
rate. It will pay far beyond your most 
sanguine expectation. 

“The insurance man has done much 
to teach thrift. He thus has the grati- 
tude of all right-thinking people. I 
am convinced that no business can ulti- 
mately succeed which militates against 
the interests of humanity. I know of 
tew businesses which so militate in be- 
half of humanity as life insurance. You 
will be successful in the degree that the 
other man, who is not interested in 
humanity, is pushed aside. As _ the 
human race goes on, you will be needed 
more and more. Your business will be 
needed more and more. Good citizen- 
ship is connected with what you are 
doing. 

“Were I in the life insurance business, 
I would guarantee you to sell every 
young man I could have time to talk to 
with the story of my own experience 
that I have just told you. Use its idea, 
if you wish, and be welcome to it. I 
congratulate you men on the business 
im which you are engaged. 

“War made thrift popular. The 
armistice brought a riot of extrava- 
fance. We are reaping the harvest. 
Let us make our slogan, ‘Earn wisely, 
spend wisely, save wisely and live 
wisely,” 

“Some business men are holding back 
today and not buying wisely. They 
are not helping trade and the future. 
Hey trade back and everything is held 





“I firmly believe, I am utterly con- 


fident, that 1921 will be a big normal 
year. We must: take off our blue 
glasses and put on our pink ones. 


Don’t Try te Beat Record 


“And, men, above all avoid this: 
Don’t figure everything on the basis of 
beating last year’s records, as so many 
business men do. You can’t do an 
abnormal business in 1921. But I am 
satisfied, and all the indications support 
me in this, that business has a right 
to expect and will get a good, normal 
business in 1921. Push, work and spend 
wisely. 

“I get letters almost every day from 
insurance men who want copies of the 
ads we have been running in the news- 
papers on life insurance as a big point 
in thriftiness. I consider life insur- 
ance a fundamental point in thrift. I 
say to you that for every man you in- 
sure there is one less for the revolu- 
tionary radicals, like those who are now 
overrunning Russia, and threaten the 
world. Every policy you sell is a 
blow against that thing, gentlemen.” 


Ohio Society Meets 
Forty members of the Ohio Society 
of the North American Life were the 
guests of the executives of the com- 
pany at the home offices in Chicago last 





LIFE INSURANCE EDITION 


Friday and Saturday. In accordance 
with the agreement of the company the 
society made the trip to Chicago after 
having paid for more than $3,000,000 of 
business during the last year. 

H. O. Kramer, manager of the North 
American for Ohio, with headquarters 
at Columbus, is responsible for the or- 
ganization of the Ohio Society. Through 
his efforts it came into existence about 
three years ago and has been one of the 
large producing factors of the com- 
pany ever since. Mr. Kramer, himself, 
is one of the company’s leading pro- 
ducers. During his first year as an 
agent of the company he paid for more 
than $600,000 of business, and the fol- 
lowing year produced $1,800,000. 

As president of the society Mr. Kra- 
mer headed the expedition to Chicago. 
With him came producers from agen- 
cies at Columbus, Lima and Dayton, 
Ohio, and Monroe, Mich. The delega- 
tion was welcomed on Friday morning 
by President J. H. McNamara. Ad- 
dresses were also made by Vice-Presi- 
dent E. S. Ashbrook and W. P. Kent, 
secretary and treasurer. Friday night 
there was a theater party and on Sat- 
urday there was an informal meeting 
followed by a dinner and entertainment 
at Terrace Garden. An invitation was 








extended to the society to return next 
year on the condition that the mem- 
bers produce $5,000,000 of business. 


Equitable’s Disability Claims 

An analysis of the disability claims, 
approved by the Equitable of New York 
since the first clause was introduced in 
1912, shows the following causes of dis- 
ability and amounts of insurance under 
each classification. Of these 345 policy- 
holders 110 have since died. 
Amount of 
Insurance 


No. of 


Cause of Disability Claims 
137 


Tuberculosis ....... 432,676.40 
Insanity .... — 273,800.00 63 
PGES. sacecs ‘oe 59,500.00 14 
OO er 54,879.20 15 
Paralysis .... 154,224.00 24 
Accidents — 64,524.00 17 
PE: ssssecenn 19,004.00 9 
Kidney Disease .. 21,200.00 x 
Locomotor Ataxia. 9,500.00 x 
Rheumatism ..... ; 12,300.00 ® 
Other causes .. 150,841.00 42 
$1,252,448.60 345 





entertainment event in 
Hartford insurance circles will take 
place Feb, 15 when the Aetna Life and 
affiliated companies again put on their 
“Follies.” The 1921 edition will be 
staged by F. T. Jarmon of the life divi- 
sion, who has been the producer for 
18 consecutive years. Aetna talent is 
used exclusively. 


The annual 





Real Estate 

First Mortgage Loans on 
Real Estate 

Policy Loans and Premium 


United States, County and 
Municipal Bonds 
Collateral Loan secured by 


Cash in Office and Banks.... 
Bills Receivable and Agents 
Balances 


54th Annual Statement 


of the 


EQUITABLE LIFE 


Insurance Company 


OF IOWA 


December 31, 1920 


$ 800,000.00 
25,411,070.49 
3,004,712.38 
2,727,110.75 


Dividends Left at Interest 


10,000.00 
214,313.60 


178,414.19 





Total Ledger Assets 


Interest Due and Accrued... 

Premiums Due and Deferred 
(Net) 

Rent Paid in Advance 


32,345,621.41 
865,357.24 


655,349.30 
18,178.02 





Gross Assets 
Assets Not Taken Credit for 


33,884,505.97 
208,411.71 





Admitted Assets 





$33,676,094.26 


$62,399,248.26 of Paid For Business written in 1920. 
$254,538,407.24 of Insurance in Force. 
Ratio of Actual to Expected Mortality 47.0%. 


Liabilities 
Full Level Premium Reserve 
onall Policies and Contracts $29,823,216.00 


Dividends Apportioned for 


Dividends Held for Policy- 
holders Subject to Contracts 


Taxes Payable in 1921 
Other Liabilities 
Mortality Fluctuation Fund 


Unassigned Funds.and Capital 


1,116,560.00 


355,955.12 


68,528.73 
159,337.00 
238,208.46 
220,000.00 


1,694,288.95 
Total $33,676,094.26 
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Taxing Life Insurance Proceeds 


Life underwriters are rather familiar 
with the insistence, repeatedly made 
during the last two years, that Con- 
gress has not the power, under the con- 
stitution, to tax the proceeds of a life 
insurance policy when paid as a claim 
as if income of the beneficiary. It is 
well known that the Treasury Depart- 
ment has ruled to the contrary as to 
corporation insurance. The proceeds of 
a policy paid to a corporation as bene- 
ficiary, to the extent of the excess over 
the total gross premiums paid, the gov- 
ernment now insists on taxing as if 
income earned by the corporation. 

A recent decision of the United 
States district court for the District of 
Connecticut—Brewster vs. Walsh, col- 
lector, etc.—seems to sustain the argu- 
ment that a life insurance fund can 
never be taxed by Congress as income 
under the power conferred by the six- 
teenth amendment to the constitution. 
This case did not rest on any life in- 
surance facts. It appears from it that 
the government insisted on collecting 
an income tax on profits realized by 
sale of securities held by the taxpayer 
for a period, under circumstances show- 
ing that not a trading transaction but 
an investment realization had existed. 
That is, the facts did not show a profit 
on a stock speculation but on a sale of 
an investment holding. 

Judge Thomas states that his conclu- 
sions were reached “after counsel in 
exhaustive and persuasive briefs” had 
argued the question. So the court takes 
pains to state that its decision was care- 
fully considered “with full apprecia- 
tion of the admonition of the Supreme 
Court that it is always an exceedingly 
grave and delicate duty to decide upon 
the constitutionality of an act of Con- 
gress.” 

The opinion holds that the sixteenth 
amendment to the constitution does not 
extend the taxing power of Congress 
to new subjects, that it does not give 
Congress the power to define what is 





income to be taxed, but merely re- 
moves the inhibition in Article 1 of the 
constitution to the effect that Congress 
may tax what is actually income with- 
out apportioning the tax among the 
states according to population. It de- 
clares that “Congress cannot by any 
definition it may adopt conclude the 
matter” (as to what is income). The 
opinion declares explicitly that the 
meaning of the term “income” is not 
defined by the sixteenth amendment. 
The court states: “The conclusion 
seems imperative that the word ‘in- 
come’ has a well-defined meaning, not 
only in common speech, but also under 
judicial construction.” The court then 
concludes that “increase of value of 
assets when realized upon a sale” is not 
included in the meaning of income. 
Income includes some form of earn- 
ings, on effort, on capital invested, on 


business, the joinder of the two. Not 
all profit is income. “Enrichment 


through increase in value of capital in- 
vestment is not income in any proper 
meaning of the term.” Hence that part 
of the revenue act which would declare 
profits so realized to be income is in- 
valid. 

The contention made that a life in- 
surance fund is never income secms 
much stronger than the insistence that 
investment gain is not income. Life 
insurance rests on insurable interest 
as the basis of the beneficiary’s title. Its 
fund is not paid as a profit, nor as a 
benefaction, but as a compensation or 
indemnity for the life lost. 

So the Brewster case, closely follow- 
ing as it does the reasoning in the re- 
cent Macomber case, the stock dividend 
decision of the Supreme Court, shows 
a trend of the courts which should fore- 
cast victory in the life insurance cases 
pending in several jurisdictions. It 
seems to show that Congress has no 
power to tax a life insurance fund ever 
as income. It is likely to establish an 
important precedent. 


Mortality Experience Favorable 


Lire companies, large and small, in 
all parts of the country report a very 
favorable mortality experience for the 
year. With most companies new busi- 
ness increased last year about 30 per- 
cent. In spite of this the majority of 
companies will show a lower mortality 
ratio than they did in 1919, Death losses 
have been especially low during the last 
six months of the year. When there 
was a reoccurrence of the influenza 
epidemic in February of last year, it 
was felt that the companies would 





again sustain an unfavorable mortality 
experience. However, with the excep- 
tion of the influenza losses, the mortal- 
ity figures for the year are unusually 
good. Companies report that the losses 
on new business written within the last 
two years have been particularly low. 
Medical men generally seem to feel that 
the new business that has been writ- 
ten in the last year or two is exception- 
ally good and likely to show a very 
favorable mortality record for some 
time to come. 


PERSONAL GLIMPSES OF LIFE UNDERWRITERS 

















The feeling exists that Governor 
Small of Illinois may delay the ap- 
pointment of insurance superintendent 
for some weeks. George A. Barr of 
Joliet, Ill, an attorney there and 
brother of Senator Robert J. Barr, has 
taken his seat as director of trade and 
commerce, in which department the in- 
surance bureau is located. The poli- 
ticians seem to think that President 
Fred H. Rowe of the Cloverleaf Life 
& Casualty of Jacksonville, Ill, could 
get the insurance superintendency if 
he desired it. He and Governor Small 
are old time personal and _ political 
friends. However, the job might not 
be very attractive to Mr. Rowe. An- 
other man mentioned for the place is 
T. J. Baldwin of Decatur, Ill., who has 
been assistant director of trade and 
commerce under Director W. H. Boys. 
W. H. Crum, the chief clerk in the 
department, is a candidate for the office. 
Judge Crum has been in the depart- 
ment for a number of years. Judge 
Crum will probably leave the depart- 
ment unless he is appointed, because he 
has intimated to his friends that he 
can make more money. elsewhere. 
Some contend that Fred W. Potter, the 
present superintendent, may be re- 
tained or at least continued for a con- 
siderable time. Thomas J. Houston of 
Chicago, the adjuster for Marsh & 
McLennan, has also been spoken of in 
connection with the place. Governor 
Small will undoubtedly have to take 
cognizance of the conditions in the de- 
partment. Actuary James Fairlie, who 
has charge of all the technical work, 
has gone with the Mutual Life of IIli- 
nois, a Springfield, Ill, company. If 
Superintendent Potter and Judge Crum 
leave, it will remove from the office 
three men who know its workings and 
on whom responsibility rests. This 
undoubtedly will have to be taken into 
account. 


President John M. Stahl of the 
Farmers National Life of Chicago re- 
ceived a very pleasant but gratifying 
surprise at the close of the meeting of 
the board of directors the other day. 
The directors of the Farmers National 
for the most part reside at points in 
Indiana and Illinois and hence do not 
get together so often. One of the di- 
rectors offered a resolution in tribute 
to Mr. Stahl, stating that the success of 
the Farmers National Life is due in 
large measure to his wise management 
and unceasing labor. The directors, 
therefore, evinced their esteem and con- 
fidence by adopting a formal resolu- 
tion expressing their continued support 
and good will. Mr. Stahl has been at 
the helm of the Farmers National all 
along, giving it the best there is in him. 

C. H. Brown, recently appointed 
agency manager of the Bankers’ Life 
of Des Moines for eastern Pennsyl- 
vania, has established headquarters at 
Philadelphia. Manager Brown grew up 
in *the life insurance profession with 
the company. From general solicitor 
he was advanced to general agency su- 
pervisor of the Michigan territory and 


later given charge of two-thirds of 
eastern Pennsylvania. Paul N. Fur- 


man, city supervisor in Philadelphia, 
was previously engaged in the insurance 
brokerage business. 

J. E. Berg, who has been appointed 
general agent of the Equitable of Iowa 
at Denver, was formerly engaged in the 
banking business in that city. For sev- 
eral years past Mr. Berg has lived at 
Lincoln, Neb., where he was general 
agent of the Connecticut Mutual. Mr. 
Berg made a name for himself in Lin- 
coln as a live life insurance man. 

William R. Presnall is a very busy 
man in the executive office of the 
Farmers National Life of Chicago.’ He 
is office manager, assistant secretary 
and acting treasurer. Before he went 








WILLIAM R. PRESSNALL 


with the Farmers National Life in June, 
1918, he was a bank cashier. Prior to 
that he was one of the official state 
auditors of Indiana. He is a skilled ac- 
countant, a man very well informed on 
investments and altogether is a most 
affable gentleman. President John M. 
Stahl of the company relies on him in 
assisting with the more important 
executive duties of the home office. 


Archibald M. Woodruff, a long time 
employe of the Prudential and for some 
years an assistant secretary, has been 
elected a third vice president. Mr. Wood- 
ruff has charge of the real estate loans of 
the office, and is regarded as an expert 
in his line. The opinion had of his serv- 
ices by the management is best evidenced 
by Mr. Woodruff’s elevation to a high ex- 
ecutive post. 

John D. Sage, first vice president of 
the Union Central Life, was last week 
elected to the board of directors of the 
Cincinnati Chamber of Commerce, which 
is domiciled under a perpetual lease in the 
Union Central building. President Clark 
of the Union Central sent out a. special 
letter in furtherance of Mr. Sage’s can- 
didacy and helped “put him over,” The 
Cincinnati Chamber is one of the largest 
in the country, with over 6,000 members. 

R. C. Harris, general agent for the 
Bankers Life of Nebraska, has . just 
begun his second term in the Nebraska 
state senate. His first term in the sen- 
ate was begun a few days after he was 
37 years old. He is now a few days past 
39 and has been busy each month. 
Aside from conducting a_ successful 
campaign for the senate last year he 
and a few local agents wrote and had 
issued $881,500 life insurance. This is 
but another case of where life insur- 
ance men are being picked for the ™m 
portant positions. 

Gustaf Lindquist was reappointed in- 
surance commissioner of Minnesota 
last week by Governor Preus as one 0: 
his first official acts after taking charge 
of the affairs of state. Mr. Lindquist 
became the head of the Minnesota de- 
partment several months ago wheu 
Commissioner Sanborn resigned to be- 
come state tax commissioner and has 
made an excellent impression among 10- 
surance men and others who have had 
dealings with his office by the way ™ 
which he has administered it. The ap- 
pointment, which is for two years, was 
at once confirmed by the senate. 


Earl J. Strickland, assistant superi- 
tendent of agencies of the Cleveland 
Life, has resigned. He expects shortly 
to make a connection with another 
company. 
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1894—1921 


STATE LIFE 


INSURANCE COMPANY 


INDIANAPOLIS 





ALMOST 


NINETEEN MILLION DOLLARS IN SECURITIES 


($18,458,500.00) 


Deposited with the Auditor of State for the Sole Protection of Policyholders 
More than $1,750,000.00 Above the Amount Required by Law 





PROGRESSIVE CONSERVATIVE “FLU”? PROOF 


The Growth of Oak—The Solidity of Granite 








| On Agency Matters Address, CHARLES F. COFFIN, Vice-President 
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Mutual Life of Illinois 


HOME OFFICE 
SPRINGFIELD, ILLINOIS 


An Old Line Legal Reserve Life Insurance Company 


A Company of Service 


Service to Policy Holders Service to Agents Service to the Public 


Operators under the “Famous” Registration Act which requires the 
reserve on every policy issued to be deposited and held in 
Trust by the Insurance Department of the State 
Live Up-to-Date Policies Ordinary Life Limited Payment and Endowments 


A few good openings for good live producers in Illinois. Correspondence Invited 
DR. J. R. NEAL, Sec. 





H. B. HILL, President . G. C. ROCKWOOD, Vice-Pres. 
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Hotel La Salle has won this 
title with an experienced and 
critical public because of its 

happy blend of old and 
new ideals. 


Hotel La Salle 


answers every modern demand 
in equipment, cuisine and ser- 
vice with nothing lost of old 
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- LIFE / AGENCY CHANGES 











fashioned hospitality and home- 
like comfort. 











CONSERVATION OF BUSINESS 


We are reinstating, revamping and cleaning up indebted policies for a number of Life omen. 
thus standardizing and conserving the business, increasing the income, preventing lapses, and keeping 
the policyholders satisfied, and at practically no expense to the Companies. 


Our references cover eighteen years of s.tisfactory service, and we respectfully solicit your patronage. 


THE OTIS HANN COMPANY, Inc. 
10 So. LaSalle St. Chicago, Illinois 














National Life Insurance Company 


MONTPELIER, VERMONT 
FRED A. HOWLAND, President 


A MUTUAL COMPANY 
Which for 
SIXTY-NINE YEARS 
Has protected the 
HOME AND FAMILY 








EDWARD D. FIELD, Superintendent of Agencies 








An Exclusive Life Reinsurance Company 





THE REINSURANCE LIFE COMPANY 
OF AMERICA 


DES MOINES, IOWA. 


Prompt Service Full Coverage 
Attractive Contracts 


H. B. HAWLEY, President F. D. Harsh, Secretary 








Indianapolis Life Insurance Company 
Managerships open in 
SOUTHERN INDIANA, SOUTHERN ILLINOIS and MICHIGAN 
Write to 
Home Office, Indianapolis, Ind. 
Operates in Indiana, Illinois, Michigan and Texas 

















RETURNS TO PHILADELPHIA 





Herrick and Redington Succeed Paul 
Loder as Chicago General Agents 
of the Provident L. & T. 





Paul Loder, Chicago general agent of 
the Provident Life & Trust, has been 
made superintendent of the home office 
general agency in Philadelphia and will 
take his new position Feb. 1. George 
M. Herrick and Theodore T. Reding- 
ton, both special agents in the Provi- 
dent office at Chicago, become general 
agents under the firm name of Herrick 
& Redington. Mr. Loder came to Chi- 
cago in March, 1916, as a partner with 
James W. Janney under the firm name 
of Janney & Loder, general agents. Mr. 
Loder in a few months succeeded Mr. 
Janney, who retired from active life. 
Mr. Loder had been one of the assist- 
ants to the manager of the insurance 
department. 

Franklin C. Morss, present superin- 
tendent of the home office agency, be- 
comes assistant to Matthew Walker, 
head of the insurance department. Mr. 
Walker has had but one assistant, 
Thomas R. Hill, superintendent of 
agents, for some time. He has realized 
the necessity of strengthening the field 
superintendency staff. Mr. Loder and 
Mr. Morss were formerly both assist- 
ants in the agency department, Mr. 
Loder going to Chicago and Mr. Morss 
taking the Philadelphia position. Mr. 
Loder has just doubled the premium 
income since he came to Chicago. He 
has quadrupled the annual production 
and nearly doubled the insurance in 
force. He has proved a real harmonizer 
and business producer. He is resource- 
ful, a man of large experience and has 
been thoroughly tested. Before going 
with the Provident he was connected 
with the Penn Mutual in Philadelphia 
and for two years served as cashier of 
the Denver agency. He is a native of 
Philadelphia and is thus returning home. 

Mr. Herrick is one of the veterans of 
the Chicago agency, entering on his 
twentieth year of service. He was for- 
merly president of Washburn College, 
when he decided to enter life insurance 
work. Mr. Herrick was a school man 
in former years until he entered life 
insurance.: He is one of the most 
scholarly men in the work. He has 
always fitted in nicely with the Provi- 
dent, being a man who works along 
very conscientious lines. 

Mr. Redington is a son of the vet- 
eran Maj. E. D. Redington, who has 
been connected with the Provident in 
Chicago for over thirty years. Young 
Redington is a graduate from Dart- 
mouth in 1907. He went into the Prov- 
ident office on his graduation from col- 
lege but later went into the advertising 
field, returning to life insurance three 
or four years ago. He has developed 
into a strong personal producer. He 
is a young man of fine ability, of splen- 
did achievements and comes from the 
best stock. The recognition of two spe- 
cial agents has given much pleasure to 
the Provident organization of Chicago. 





W. I. Fraser 


The Central Life of Des Moines has 
named W. I. Fraser as general agent 
for Des Moines, with offices at the 
home office. He will assist also in 
organizing general agencies through- 
out the state. Mr. Fraser has been 
western agent for the company, with 
offices at Spokane. He was, prior to 
that, state agent for Montana, with 
offices at Missoula. He hgs been with 
the Central Life fifteen Tiawe, 





C. W. Reuling Is Advanced 


Clarence W. Reuling, a recent grad- 
uate of the School of Life Insurance 
Salesmanship at Carnegie Institute, has 
been appointed agency supervisor for 





Challiss & Fischer, general agents for 
the Massachusetts Mutual in central 
Illinois, with headquarters at Peoria. 
Mr. Reuling’s appointment followed as 
a result of his splendid work as district 
agent for that firm in Tazewell county 
during the last two years. Mr. Reuling 
entered Carnegie last October and was 
graduated in December, being one of 
twelve members of the class chosen for 
membership in the insurance fraternity 
of Delta Phi Alpha. 





Pendleton A. Miller 


Pendleton A. Miller of Topeka has 
been appointed manager for eastern 
Kansas for the Equitable Life Assur- 
ance Society. He will have his head- 
quarters at Topeka. Mr. Miller has 
had an extensive experience as a life 
insurance man. For some years he 
was a general agent for the Connecticut 
Mutual for northern Kansas before 
joining the Equitable forces under Paul 
Kantz, general agent. 





Dallas Agency’s Change 


The firm of Paige, Scales & Harris, 
composed of T. F. Paige, J. M. Scales, 
J. B. Harris, city agents in Dallas for 
the Southland Life of that city, has 
merged with C. L. Smith & Co, of 
Dallas, using the name of the latter 
firm. The firm will have the district 
agency for the Northwestern National 
Life of Minneapolis and the general 
agency in north Texas, Oklahoma, 
Louisiana and Arkansas for the two 
Republics Life of El Paso, and will 
also handle other lines of insurance. 
The new firm is no longer representing 
the Southland Life. No announcement 
has been made as to what arrangement 
will be made by that company. 

T. F. Paige, one of the members of 
the firm, will leave Dallas about the 
middle of February to become district 
manager for the Northwestern Na- 
tional Life at Seattle. He will retain 
his interest in the C. L. Smith & Co. 
agency. 





Alfred M. Chapman 


Alfred M. Chapman, who has been 
with the Chicago office of the Phoenix 
Mutual for over two years, has been 
appointed Chicago manager of the 
Manhattan Life. He was at one time 
in the advertising field. 





Life Agency Notes 
H. B. Heyl has been appointed general] 
agent of the Provident Life & Trust of 
Indianapolis, Ind, 


J. D. aly, who has had considerable 
experience in general insurance lines, 
has been appointed district manager for 
the Mutual Life of New York at 
Rochester, Minn. 

Arthur Freyer has resigned as secre- 
tary to Mayor H. Barton of Des 
Moines to go with the Roy M. Heart- 
man egoncy of the Equitable Life of 
New York 


Speakers for Topeka Congress 


The Topeka Sales Congress, sched- 
uled for this month, has been changed 
to Feb. 12. William Horley, secretary 
of the Kansas association, expects that 
the meeting will bring between 700 and 
800 life insurance men to Topeka for 
the conference. Among the speakers 
listed for the convention are: Dr. 
Kulp, Topeka; J. H. Johnson, Okla- 
homa City; W. Eberhardt, Salina, 
Kan.; C. W. Scovel, Pittsburgh, Pa.; 
F. W. Ganse, Boston; G. L. Dyer, 5t- 
Louis, Mo.; A. J. Kirchstein, Lincoln, 
Neb.; John’ Shumacher, Wichita, Kan.; 
Orviile Thorpe, Dallas, Tex.; H. 
Lindley, chancellor University ‘of Kan- 
sas. 


Morgan B. Brainard, vice-president 
and treasurer of the Aetna Life, has 
been elected a trustee of the Wads- 
werth Atheneum, Hartford's well know? 
art and historical gallery. 
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NEWS OF LOCAL ASSOCIATIONS 


have representatives, serving under Mr. | income. It also provides for the exemp- 
Grant, tion of premiums on business policies. 

The committee in charge of the bill 
includes George Woodbridge, Franklin 


* * « 
Wichita, Kan.—The Wichita Associ- 
ation at its meeting last week adopted 





Evanéville, Ind.—The Evansville Asso- 
ciation last Saturday elected the follow- 
ing officers for the ensuing year: William 
T. Graves, president; John F. Baker, first 
vice-president; Arthur Crtmeyer, second 
vice-president; J. T. Jacobs, secretary; 
John Daniels, treasurer. Mr. Graves, the 
newly elected president, is the district 
superintendent of the Public Savings. 
The association by unanimous vote de- 
cided to take part in the Community Fair 
to be held at the soldiers’ and sailors’ 
memorial coliseum here. The association 
will have a booth in the coliseum. 

*x* * * 

Madison, Wis.—Mayor Kittleson and 
A. J. Cole, auditor of the Prudential Life, 
addressed a meeting of the Madison As- 
sociation Monday on the subject of thrift 
and its connection with various forms of 
life insurance. 

x * * 


Milwaukee, Wis—~Arrangements for 
the One-Day Sales Congress, to be held 
in Milwaukee Feb. 19, were pushed vig- 
orously at a special meeting of the Mil- 
waukee Association Saturday afternoon. 
Committees in charge of,the arrange- 
ments Were appointed under the general 
chairman ship of Albert C. Olson of the 
Northwestern Mutual Life, as follows: 

Attefidance—A. H. Frazier, chairman, 
Bankers’ Life; T. H. Rickey, Travelers; 
Albert E. Mielenz, Aetna; John M. Behl- 
ing, Northwestern Mutual; Alexander C. 
Grant, Prudential; J. P. Zimmer, Pru- 
dential; Charles J. Kallmeyer, Metropoli- 
tan; M. J. LeBreck, Metropolitan; A. C. 
Larson, Central Life; W. F. McCaughey, 
Northwestern Mutual; James Foute, Wis- 
consin National Life; F. H. Scofield, New 
York Life. 

Finance—A. C. Becker, New York Life; 
Clifford L. McMillan, Northwestern Mu- 
tual Life. 

Publicity—Henry F. Tyrrell, chairman 
and J. H. Derse, Northwestern Mutual 
Life. 

Reception and Entertainment—I. J. 
Dahlem, chairman, Equitable; Frank J. 
Tharinger, Old Line Life; E. R. Gettings, 
Guardian Life; Paul Kremer, Penn Mu- 
tual; Joseph W. Briggs, Massachusetts 
Mutual Life; Gifford T. Vermillion, Mu- 
tual Life of New York. 

Banquet—Maj. R. W. Corbett, chair- 
man, Old Line Life; G. F. Knoernschild, 
Prudential; P. J. Engelhardt, Old Line 
Life. 

Program—Sam O. Buckner, chairman, 
New York Life; Herbert A. Rinker, 
Equitable; Mark Helfaer, New York Life. 

Manford W. McMillan, president of the 
association, stated he had replied to a 
wire query of Orville Thorp, president of 
the National Association, that the Mil- 
waukee gathering would not be be- 
hind Texas with its big meeting as 
reported in The Nationa] Underwriter, 
and checked over at the meeting for 
points on just what the Milwaukee and 
Wisconsin men present at the local ses- 
sion may expect in the way of benefit and 
profit on Feb. 19. 

It was announced that LaCrosse, Madi- 
son, Oshkosh, Fox River Valley, Fond du 
Lac, and many other local associations in 
the state are preparing to send delega- 
tions of from 15 to 60 members. 

“Milwaukee is proud to have been 
chosen for one of these meetings,” said 
E. A. Marthens of the Great Northern 
Life, “and we will ourselves have at least 
20 to 25 men present. That is assured.” 
Bruce Whitney of the Mutual Life and 
Other leading agency men announced 
similar attendance. 


x * * 

Oklahoma City, Okla—An address by 
Governor J. B. A. Robertson on the sub- 
ject of economy in governmental ex- 
Penditures was the chief feature of 
Saturday’s luncheen of the Oklahoma 
Association. The governor was intro- 
duced by A. L. Welch, state insurance 
commissioner. 

Committees were appointed by C. E. 

hite, president, with the following 
chairmen: Executive, Marmaduke Cor- 
byn, general agent Central States Life; 
educational, John W. Newbern, special 
agent Penn Mutual Life; legislative, 
J. N. Dyer, general agent Mutual Benefit 
Life; taxation, A. D. Engelsman, general 
agent Equitable Life of New York; 
membership, E. Guy Owens, general 
‘gent Mutual Life of New York. 


Kans a in 

whi as 6City, Mo—A plan under 
ich a permanent organization, with 

eaten ecretary and headquarters, can be 

oe lished by the Kansas City Asso- 
ion, was presented at the January 


W. Ganse and Charles H. Flood of Bos- 
ton Mr. Woodbridge urges the bill as 
of value to the commonwealth because 
family protection prevents pauperiza- 
tion and delinquency; business insur- 
ance prevents injury to the commercial 
structure, and inheritance tax insur- 


resolutions favoring the enactment of 
of a committee appointed for this pur-|a law by the Kansas legislature that 
pose. The plan provides for payment | would drive the dishonest life insurance 
of $2 per month by agents and genera! | 4gent out of the state and penalize the 
agents, the general agents to pay a sur- | Company which countenanced improper 
tax of $2 for each agent: home office | Methods of soliciting business. The un- | 
. F ; 4 8 derwriters would prohibit the agents 
Stich Gl Gun & aecseinie. Ghanaians stock which is given with policies will | Commonwea th, without the damage 

3 y, . net large dividends in a year or two; from enforced immediate liquidation of 
pher, rent, incidentals, traveling ©X- | prohibit rebates to policyholders, split- | 4% estate, with consequent loss, It is 
penses, &nd maintain a highly efficient ting of commissions with others than | Pointed out that in England life insur- 
set machinery for doing big work for | authorized agents and the twisting of | 4nce premiums have long been included 
life insurance in this part of Missouri. | policies, in deductible income, 


The report was accepted and will be ' ' te . 
taken up for definite action at a later Boston, Mass.—The Life Underwriters Davengpert, iIa.—<Action looking  to- 
meeting. Associations of Boston and of Western | ward the elimination of part timers in 


The Kansas City Association has for | Massachusetts have combined to intro-| this city has been taken by the Dav- 
several years taken an _ increasingly | duce a bill in the Massachusetts legis- | enport Association, which has adopted 
prominent part in all important civic | lature which will allow life insurance | resolutions to the effect that hereafter 


movements. Its most recent promi- | policyholders to deduct their premiums | managers of life insurance companies 
nence is in the “get it done” drive, a| from taxable income in making up their | in Davenport, who are members of the 
movement to put action into many proj- | state income tax returns. association, shall make a contract only 
ects that have been hanging fire in- The bill, which is entitled a “bill to | with full time men, whose territory 


definitely. W. T. Grant, vice-president | protect life insurance policyholders,” | covers Davenport, and that all part time 
of the Business Men's Assurance, is | provides that premiums on life insur-| contracts now held by agents selling 
general chairman of this drive; and he | ance to ten times a policyholder’s aver- | life insurance in Davenport shail be ter- 
represents the life association on the | age income for three years may be in- | minated not later than April 1. The 
committee. About 50 other organizations | cluded in items deductible from taxable | resolutions were prepared by a commit- 
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Public 


Life Insurance 
Company 


Incorporated As a Stock Company Under The Laws of the State of Illinois 


Capital, $500,000.00 


Ordinary and Industrial Insurance Issued 
at All Ages From One to Seventy 











ALFRED CLOVER 
General Manager, Chairman Board of Directors 


LOUIS NAROWETZ, President J. W. SINGLETON, Secretary 


WILLIAM SCHAARE, M. D. 
Chairman of the Medical Board 





HOME OFFICE: 
108 South La Salle Street 


CHICAGO ILLINOIS 

















The Guardian Life Health Service 


A genuine service to policyholders—an unusual selling aid. 


The results of health examinations under The Guardian Life Insurance Company 
of America’s Health Service during the past five years: 


34% were found to have some moderate physical impairment or defect 
requiring some form of hygienic guidance or minor medical atten- 
tion, 

33% were found to have some moderate physical impairment or defect 
requiring some form of medical supervision or treatment in addition 
to hygienic guidance. 

17% were found to have some slight physical impairment or defect 
requiring observation or hygienic guidance, 

13% were found to have some advanced physical impairment or defect 
requiring systematic medical supervision or treatment, 

3% were found to have some serious impairment or defect urgently 
demanding immediate attention, 


Conclusive evidence of the value of this service to the policyholder. The Health 
Service is part of the Guardian’s comprehensive program of service to the policyholder 
while living, Every person protected by a Guardian contract is entitled to the privileges 
of the Life Extension Institute without cost, including an annual medical examination 
every year beginning with the third. 


Service to policyholders is the best service to agents. 


The Guardian Life Insurance Company of America 


Establi: 1 
50 Union Square venenetones New York City 
For a direct agency connection, address 


T. Louis Hansen, Vice-President 








State Mutual Life Assurance Company 


OF WORCESTER, MASSACHUSETTS 
Incorporated 1844 


1921—SEVENTY-SEVENTH ANNIVERSARY YEAR 

For 77 years—far longer than the average life—the STATE MUTUAL has 
furnished unsurpassed protection and service. 

Additions are made to our agency force when the right men are found 


STEPHEN IRELAND D. W. CARTER 
Superintendent of Agencies Secretary 





B. H. WRIGHT 
President 








#"Basy to read, easy to digest, easy to remember, easy to put at work making dollars for me’’—thus writes a 
buyer of “Easy Lessons in Life Insurance,"". a text and review book with quiz supplement. $1.00. The 
National Underwriter Company, 1362 Insurance Exchange, Chicago. 














tee composed of H, L. Wiliiams, chair- 
man; Frank H. Perry and A. W. Brown. 
* * * 

Chicago—A meeting of the Chicago 
Association will be held Monday even- 
ing at 5:30 o’clock at the Lumbermen’s 
Club. It will be preceded by the usual 
dinner which will be served promptly 
at 6 o’clock. Robert T. Reid, agent for 
the Northwestern Mutual in Chicago, 
will speak on “Chicago as a Field for 
Life Insurance Salesmen.” Darby A. 
Day, manager of the Chicago agency of 
the Mutual Life and vice-president of 
the association, will give an address on 
“Character Building.” 











| WITH INDUSTRIAL MEN 





Conservative Life News 


Joseph Brown was appointed superin- 
tendent of the Gary, Ind., district of the 
Conservative Life of South Bend, Ind., 
succeeding S. B, Katzman. 

The South Bend district held a meet- 
ing which was attended by Vice-Presi- 
eent Burkart, Secretary Mell, Industrial 
Manager Johnson, the entire South Bend 
staff and Special Ordinary Agent S. G. 
Kovacs. The meeting was addressed by 
Manager McCurdy, Secretary Mell, Mr. 
Johnson and Mr. Burkart, and then ad- 
journed to the Oliver Hotel, where a ban- 
quet was served, President Place pre- 
siding. At the conclusion of the banquet, 
President Place made a few remarks in 
regard to the quality of business that 
the company desired and thanked the 
men of the South Bend district for the 
splendid results put up by them for the 
year 1920. 

The Conservative Life announces the 
election of Clement Studebaker, Jr., of 
the Studebaker Company, to fill the va- 
cancy on the board of directors, caused 
by the death of Gabriel R. Summers. 
Mr. Studebaker is known all over the 
United States for his clear and keen in- 
sight on financial affairs. Outside of his 
interests in South Bend, he is also presi- 
dent of the St. Louis Coke & Chemical 
Company of St. Louis, president of the 
North American Light & Power Com- 
pany of Chicago. 

Guy H. MeMichael has also been 
elected to the board. He is cashier of the 
Citizens National Bank and secretary of 
the Citizens Trust & Savings Company. 

The company showed a gain in paid-for 
business in 1920 over 1919 of 28 percent; 
gain in insurance in force over 1919, 45 
percent; gain in premium income in 1920 
over 1919, 39 percent. 








NEWS OF COMPANIES 

















Philadelphia Life—New paid for busi- 
ness 1920, $21,171,887; new paid for busi- 
ness 1919, $13,469,324; increase of in- 
surance in force 1920, $11,909,082. 

Postal Life—New paid for business in- 
cluding revivals 1920, $4,707,425; new 
paid for business including revivals 
1919, $4,278,914; increase of insurance in 
force 1920, $1,613,750. 

Security Life, Chicago—New paid for 
tusiness 1920, $15,310,000, including re- 
vivals; new paid for business 1919, 
$9,890,000, including revivals; increase of 


‘insurance in force 1920, $8,800,000. 


Southern Life & Trust—New paid for 
business 1920, $20,474,968; new paid for 
business 1919, $15,527,786; increase of in- 
surance in force 1920, $12,989,061. 

Régister Life.—New paid-for business 
1920, $5,201,653; new paid-for business 
1919, $4,319,179; increase of insurance 
in force 1920, $4,157,685. 

North American Life—New paid-for 
business 1920, $2,808,450; new paid-for 
business 1919, $2,495,563; increase of in- 
surance in force 1920, $1,502,086. 


Agency Meetings at Des Moines 


The Iowa association of general 
agents of the Equitable Life of Iowa 
held an important meeting in Des 
Moines and formed a permanent organi- 
zation. Oscar Anderson of the Barlow & 
Anderson agency of Cedar Rapids was 
chosen president; W. T. Baker of Bur- 
lington, vice-president, and John Ray 
of Waterloo. secretary. The program 
dealt with plans for business for 1921. 

General agents of the Guaranty Life 
also met in Des Moines Saturday after- 
noon, enjoyed dinner and discussed 
plans for 1921. 





MANY AGENTS ATTEND 


WESTERN & SOUTHERN MEET 





Cincinnati Company Has 200 Field 
Representatives in Attendance at 
Convention 


Two hundred superintendents, assist- 


ant superintendents, agents and officers 
of the Western & Southern Life par- 
ticipated in the convention of field rep- 
resentatives held in Cincinnati Jan. 14- 
16, 1921. The business sessions were 
all held in the home office convention 
hall. On Friday morning the attend- 
ants were addressed by Probate Judge 
Lueders of Cincinnati and A. I. Vorys, 
formerly insurance superintendent in 
Ohio. Louis Steutz, Noah Morgan and 
Maxwell D. Schrieber, superintendents 
for the eastern, central and western 
divisions respectively, spoke Friday aft- 
ernoon. The Saturday morning session 
was given over to addresses by S. 
Stilwell, actuary; John F. Ruehiman, 
secretary, and H. W. Wannenwetsch, 
vice-president. 

During the coming year the Western 
& Southern will make special efforts to 
increase the amount of its ordinary 
business. The increase in the amount 
of its ordinary business in 1920 was 
$12,000,000. Industrial business in- 
creased $48,000,000. It is hoped during 
1921 to maintain and increase the 
amount of industrial business written 
while making a decided increase in the 
amount of ordinary business written. 
The Western & Southern now has 
slightly more than $250,000,000 of insur- 
ance in force, carried by more than 
1,250,000 policyholders. 

The annual meeting of the stock- 
holders of the company on Jan. 18 re- 
sulted in re-election of the same officers 
who had been serving during 1920. 

During the convention the company 
served four banquets in a new dining 
hall which was placed in an addition 
recently completed to the Western & 
Southern building. 


WAITS ON PHILLIPS’ ACTION 


No Statement Yet by New York 
Superintendent on Preliminary 
Term Proposal 


NEW YORK. Jan. 18.—Superintendent 
Phillips of the New York department, has 
not yet expressed himself concerning the 
hearing in New York city, Dec. 11, when 
representativ es of a large number of com- 
panies urged an amendment of the state 
laws so as to permit use of the modified 
preliminary term method in valuing _re- 
serves. The practice, according to state- 
ments made by many of the foremost 
actuaries, is thoroughly safe. and the wis- 
dom of permitting its use is merely one 
of policy. 

It is not anticipated Mr. Phillips will 
define his position in the matter until he 
files a statement with the legislature 
Should he report: favorably a bill — - 
ing the present statutes along the desire: 
lines will promptly be offered in ot 
houses of the legislature, and if passed 
there is every prospect that like action 
will later be taken in Massachusetts. 

Executives of all of the companies 0! 
the East favor the suggested change in 
valuation practice, which would prove of 
particular service to a number of West- 
ern offices now barred from New York 
and the Old Bay State because of present 
laws. 





Tax Case Awaiting Argument 


The Mutual Benefit Life, having 
amended its complaint challenging the 
legality of the excess profits tax levie 
against it by the United States govern- 
ment, the case is now upon the calendar 
in the United States district court awaiting 
argument. How soon it will be reached 
no one can predict. 
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SOUTH GETS IN LINE 





CHARLOTTE’S SALES CONGRESS 





Good Attendance and Much Interest in 
Meeting Held by North Carolina 
Association 





CHARLOTTE, N. C., Jan. 17.—A 
large attendance and much _ interest 
marked the Sales Congress held here 
today by the North Carolina Associa- 
tion of Life Underwriters, cooperating 
with the National Association and the 
Southwestern Branch Association. G. 
W. Henderson, president of the North 
Carolina Association, presided at the 
morning session and the welcome ad- 
dress was given by H. J. Spencer, presi- 
dent southwestern branch, North Caro- 
lina Life Underwriters’ Association. 
The features of the session were the 
address on “Cooperative Underwriting 
and Educational Activities,” by Orville 
Thorp, president of the National Asso- 
ciation, with a discussion led by B. 
Scott Blanton, secretary southwestern 
branch, and an address on “Life Insur- 
ance for Estate and Inheritance Taxes,” 
with a discussion led by E. C. Mc- 
Ginnis. 

At the afternoon session President 
Thorp spoke on sales methods, with a 
discussion by B. M. Nolan, and Charles 
W. Scovel of Pittsburgh on business 
insurance, with H. B. Gunter in charge 
of the discussion. 

A banquet was held at 7 p. m., fol- 
lowed by an evening session with the 
following program: 

How the North Carolina Agent Can 
Make a Good Record in 1921—Julian 
Price. 

Discussion, Questions and Answers— 
Led by J. M. Oldham. 

Income Insurance for the Family— 
Charles W. Scovel. 

Discussion, Questions and Answers— 
Led by W. T. Roddy. 

What TI Think of the Life Insurance 
Agent—Stacy W. Wade, N. C. Insurance 
Commissioner. 

How to Put Over an After Dinner 
Talk to a Sane, Sober, Serious Body of 
Men Who Are Tired and Want to Go 
Home—Julian Miller. 


Insurance Course at Marquette 


Announcement was made at the regu- 
lar meeting of the Milwaukee Associa- 
tion of Life Underwriters that Mar- 
quette University, Milwaukee, will at 
ence open a new department including 
a school of life insurance. Clifford 
L. McMillen of the Northwestern Mu- 
tual Life will have charge of the life 
insurance lecture course, with several 
assistants, to be appointed during the 
next two weeks. C. R. Atkinson, dean 
of the University, announced that the 
course will include history, develop- 
ment, classification and function of in- 
surance; organization of companies, 
rate making, cost determination, con- 
sideration of policies as a contract, 
historical and other features. Later in 
the course, various kinds and classes 
of policies will be taken up, including 
endowment, payment life, business and 
industrial. The theory and practice of 
fire insurance, casualty insurance and 
agents’ methods and plans are also 
included in the course. 


Coffin Addresses Civic Clubs 


_ Charles F. Coffin, vice president of the 
State Life of Indianapolis. addressed the 
members of the Indianapolis Rotary Club 
at their last weekly luncheon on “The 
Power of Sustained Public Spirit.” The 
following dav Mr. Coffin enoke at a 
luncheon: of the Columbus (Ind.) Cham- 
her of Commerce. His subject was “The 
Functions of a Chamber of Commerce” 
and his talk was declared to be the most 
Practical on the subject ever heard bv 


members of the Columbus Chamber of 
Commerce. 


’ - € Witman has resigned as secre- 
ary of the “Weekly Underwriter.” He 





M. E. O'BRIEN, Pres. “THE COMPANY OF SERVICE” JAMES D. BATY, Sec. & Treas. 


The Detroit Life Insurance Company 
FOREST AND WOODWARD AVES., DETROIT, MICHIGAN 


PYRAMIDS OF SUCCESS: Insurance in Force 
December 31, 1911 ° e « $1,729,970.00 
December 31,,1913 . . $4,051,150.00 


December 31,1915 . $,7199,500.00 
December 31, 1917 . $11,750,811.00 


Sept. 30,1920 . $20,475,152.00 


A fine opportunity for live agents 
to associate with a rapidly pro- 
gressing company. 








WANTED 
MANAGERS FOR IMPORTANT DISTRICTS IN OHIO — INDIANA — ILLINOIS — MICHIGAN 
Guaranteed Low Cost Policies. a As Good as We Can Make Them. 


Any one of the above is an absolutely first class opportunity. If your record is clean and you can 
furnish evidence of your ability as a Personal Producer, your application will be considered. 


SECURITY LIFE INSURANCE COMPANY OF AMERICA 
The Rookery, Chicago 


O. W. JOHNSON, President S. W. GOSS, Vice-Pres. and Agency Sfgr. 








George Washington Life Insurance Company 


Our 20 Pay Endowments at Ages 60, 65, 70 and 75, and our Monthly 
Income Coupon Bond Policies are growing in popularity. We ere 
also writing all standard forms at low premium rates. A few attract- 
ive Agency openings are now available in the state of Ohio. For 
particulars ad 


C. B. BEAUMONT, State Manager, 2205 E. 83rd St., Cleveland, Ohio 














The Companies That Stay Are the Companies That Pay 


When a company has proven its staying qualities, as the Western Reserve Life 
Insurance Company of Muncie, Ind., has, the agent who desires to be a general 
agent can think favorably of that institution. Permanent success can only be at- 
tained through a permanent connection. The companies that stay are the com- 
panies that pay the representative in the long run. 


WESTERN RESERVE LIFE INSURANCE CoO. 


J. H. Leffler, Acting President John W. Dragoo, Secreta Harry H. Orr, General Counsel 
MUNCIE, INDIANA 








CONTINENTAL LIFE INSURANCE COMPANY 


Assets, $3,566,304.16 Insurance in Force, $32,000,000.00 


Our Policy Forms Contain the Following Provisions: Double Indemnity for acci- 
dental death, Total and permanent disability benefits, Partial disability benefits, 
Surgical operation benefits, Annual dividends, Optional ‘methods of settlement, Pre- 
mium loans, Cash loans, Extended insurance, Paid up insurance, Cash surrender values, 
Insurance to cover policy loans, Installments certain-Participating, Installments 
continuous-Participating. 

Very Attractive Agency Contracts te Reliable Men 


JOHN W. COOPER, President Kansas City, Missouri 











DESIRABLE TERRITORY 
FOR ALERT AGENTS 


Always ready to negotiate with 

men who can establish their 

capacity te pay for a reasonable 

volume of New Insurance 

regularly—good business placers 
steadily needed. 


Union Mutual Life Insurance Co. 
PORTLAND, MAINE 
Address: Albert E. Awde, Supt. of Agencies 


37,005 PEOPLE 


wrote to us last year and asked for an illus. 
tration of our “Income for Life” at their age. 
This valuable lead service explains why our 
1919 business showed a gain of 8! per cent. 


The Fidelity operates in 40 states. Full level 
net premium reserve basis. Insurance in 
force over $173,000,000. Faithfully serving 
insurers since 1878. 


A fees agency openings for the right men. 
THE FIDELITY MUTUAL LIFE 
INSURANCE COMPANY 
WALTER LE MAR TALBOT, Pre. PHILADELPHIA 


FEDERAL UNION LIFE 


Insurance Company 
Cincinnati, Ohio 
has just issued a very interesting booklet 
“Suggestions for Increasing 
Your Income”’ 


and would be pleased to send a copy to every 
Life, Fire and Accident Agent in 


Ohio, Illinois and Kentucky 

















has no 


definite plans as to his future. 

























































































14 THE NATIONAL UNDERWRITER January 20, 1922 
New Policies, Premium Rates, Dividends, Surrender Values and all Changes in 
e ° Policy Literature, Rate Books, etc. Sarena Se “Unique Manual-Digest” 
National Lite Insurance end “Little Gem. Published Annually in May. PRICE, $3.00 and $130 repetrl. 
PRUDENTIAL’S 1921 DIVIDENDS 15-Yr. End. 20-Yr. End. 10-Yr. Term 
O I | ) a n z : Age Prem. Div. Prem. Div. Prem. Div. 
The Prudential has announced its an- | 15...$61.28 $4.98 $44.08 $3.71 on 
nual dividends payable in 1921 on ordi- + Soe 1-39 aoe $4.38 3.78 di etid 
: : ae : F> 5.09 44. 4 21 $1. 
MINNEAPOLIS, MINN. nary and intermediate policies issued in | 53°"" ¢144 5:13 44:26 383 9.26 181 
‘ole after April 14. The schedule 1s aS |} 19 61.50 5.16 44.33 3.86 9.33 1.82 
ollows: 20 61.57 5.19 44.4 
«3 Bt: 40 3.89 9.39 1.83 
Regular Policies 21... 61.64 5.22 4448 3.93 9.46 1.84 
A WESTERN, MUTUAL, ANNUAL DIVIDEND, Whole Life 10-Pay. Life 15-Pay. Life |.22... 61.71 525 4456 3.97 954 186 
Age Prem. Div. Prem. Div. Prem. Div. | 23... 61.79 5.30 44.65 4.00 9.62 1.87 
OLD LINE COMPANY 15...$14.76 $1.86 $36.43 $3.09 $27.09 $2.57 | 24... 61.87 5.34 44.74 4.03 9.70 1.87 
16... 15.04 1.89 36.95 3.14 27.48 2.62}|.25... 61.95 5.36 44.84 4.06 9.80 1.89 
17. 15.33 1.92 37.49 3.21 27.89 2:67 | 26... 62.05 5.39 44.95 4.11 9.90 1.90 
18... 15.64 1. 05 3.27 28.31 2.72 | 27... 62.15 5.44 45.06 4.14 10.01 1.91 
The Company for Policyholders and Agents 19... 15.97 1.99 38.64 3.33 28.75 2.77] 28... 62.25 5.47 45.19 4.18 10.12 1.92 
20... 16.31 2.03 39.24 3.39 34.85 2.82 | 29... 62.37 5.51 45.32 4.21 10.25 1.94 
21... 16.67 2.08 39.87 3.46 29.68 2.87/30... 62.49 5.54 45.46 4.24 10.39 1.95 
22... 17.04 2.12 40.52 3.53 30.17 2.92|31... 62.62 5.58 45.62 4.28 10.55 1.96 
23... 17.43 2.17 41.19 3.59 30.68 2.99| 32... 62.77 5.61 45.80 4.33 10.72 1.98 
24... 17.84 2.23 41.89 3.67 31.21 3.04)33... 62.92 5.64 45.98 4.36 10.90 1.99 
25... 18.28 2.28 42.62 3.75 31.76 3.11] 34... 63.09 5.69 46.19 4.40 11.11 2.02 
26... 18.73 2.33 43.37 3.82 32.33 3.17|35... 63.27 5.74 46.42 4.45 11.33 2.05 
27... 19.21 2.39 44.15 3.90 32.93 3.24/36... 63.48 5.79 46.67 4.50 11.58 2.07 
28... 19.71 2.45 44.96 3.97 33.54 3.30|37... 63.70 5.83 46.95 4.56 11.86 2.11 
29... 20.24 2.52 45.80 4.06 34.18 3.37] 38... 63.94 5.87 47.25 4.60 12.17 2.15 
30... 20.80 2.57 46.68 4.14 34.85 3.44] 39... 64.21 5.94 47.59 4.66 12.52 219 
31... 21.39 2.64 47.58 4.22 35.54 3.53/40... 64.51 5.99 47.97 4.76 12.91 2.24 
32. 22.01 2.70 48.52 4.31 36.26 3.60 | 41... 64.83 6.05 48.38 4.79 13.46 2.28 
* ie ° —— 33. 67 2.77 49. ; 02 3.68 | 42... 65.20 6.11 48.85 4.86 14.08 2.34 
Capable of organizing and managing district agen- 34... 23.36 2.86 60.52 4.49 37.80 3.77/43... 65.61 618 49.37 4.93 14.78 2.41 
fo 3 . . os . am . 2 57 4. 8. 184] 44... 66.06 6.26 49.94 5.01 15.57 2.49 
cies in Iowa, Missouri, Illinois and Indiana men 36... 24.86 3.00 52.66 4.69 39.46 3.92 | 45... 66.57 6.34 50.58 5.10 16.45 2.58 
“ : ‘68 3. 3.80 4. 84 4.00 | 46... 67.14 6.43 51.29 5.19 17.44 2.67 
 tapadaange sega ete ng and ee. $B... 26.55 318 54.98 4.90 4126 4.09/47... 67.77 6.52 5208 5.29 1855 2.77 
res 39... 27.46 3.2 20 5. 22 4.19 | 48... 68.47 6.62 52.96 5.39 19.80 2.90 
rite now, te ng Ww at you ave done. s 40... 28.44 3.36 57.47 5.12 48.2 4.29 ' 49. 69.25 6.72 53.93 5.50 21.20 3.04 
41... 29.47 3.46 58.79 5.23 44.28 4.39/50... 70.11 6.84 55.01 5.63 22.75 3.18 
° 42... 30.57 3.56 60.17 5.34 45.38 4.49|51... 71.07 6.96 56.20 5.77 24.48 3.55 
43... 31.74 3.67 61.60 5.47 46.53 4.60/52... 72.12 7.08 57.52 5.91 26.41 3.53 
armers a 10na 44... 32.98 3.79 63.10 5.60 47.74 4.71153... 73.29 7.23 58.96 6.06 28.55 3.73 
45... 34.30 3.91 64.65 5.74 49.02 4.84154... 74.58 7.38 60.56 6.22 30.92 3.95 
. 46... 35.71 3.99 66.28 5.87 50.35 4.95|55... 76.01 7.55 62.32 6.41 33.55 4.18 
l e hnsurance Oo 47. 37.21 4.07 67.97 6.02 651.76 5.09 | 56... 77.58 7.73 64.26 6.61 “0s — 
e 48... 38.81 4.16 69.74 6.18 53.25 5.24/57... 79.32 7.91 66.39 6.82 
49... 40.51 4.23 71.59 6.34 54.81 5.37|58... 81.24 8.12 68.72 7.03 
3401 Michi n Aven 50... 42.33 4.33 73.51 6.51 56.46 5.53 | 59... 83.36 8.36 71.28 7.28 
51... 44.27 4.48 75.52 6.69 58.20 5.70/60... 85.69 8.59 74.09 7.55 
1ga ue 52... 46.33 4.65 77.62 6.88 60.03 5.86|61... 88.26 885 77.16 7.83 
CHICAGO, ILLINOIS 53... 48.54 4.84 79.80 7.08 61.07 6.04| 62... 91.09 9.13 80.52 8.13 
? 54... 50.89 5.04 82.09 7.29 64.02 6.24/63... 94.20 9.44 84.20 8.47 
55... 53.40 5.24 84.48 7.51 66.20 6.44/64... 97.61 9.77 88.22 8.82 
56... 56.07 5.45 86.99 7.75 68.51 6.67/|65...101.36 10.13 92.61 9.21 
57... 58.93 5.68 89.61 7.98 70.97 6.90] 66...105.46 10.52 97.40 9.62 
58... 61.99 5.93 92.37 8.24 73.59 7.16 
59. 65.26 6.19 95.27 8.51 76.38 7.41 Intermediate Policies 
es a 60... 68.76 6.46 98.33 8.80 79.38 7.70 3 " 
District Managers for 61... 72.50 6.76 101.56 9.11 82.58 8.01 . : oe. cee: 
4 Whole Life Life Life 
“ " 62... 76.51 7.08 104.98 9.42 86.01 8.33 
Lima Ohio 63 80.80 7.42 108.61 9.77 89.70 8.67 | Ase Prem. Div. Prem. Div. Prem. Div. 
, . : ry ‘ 04 | 15-.-$ 8.64 $0.76 $20.15 $1.77 $15.24 $1.30 
BY. 64... 85.40 7.78 112.46 10.14 93.66 9.04 2 
ad 65... 90.33 8.18 116.56 10.53 97.92 9.43 -* ery 7. eed .< tt a. 
5 9 ee . 2 ° ° te 
THE GEM CITY LIFE INSURANCE CO. a ee oe 
20-Pay. Life 19... 9.60 .92 21.76 1.97 16.44 1.51 
OF DAYTON, OHIO 2O-Pay, Lite ere, socyr. una. |20°7: 383 8% PES 203 16-78 1.56 
. , : : ? 20-Pay. Life Endt. n. 10-Yr. End. | 21... 10.08 1.02 22.55 2.0 02 1. 
Write the Home Office for further particulars. Here's an opportunity for a Age Prem. Div. Prem. Div. Prem. Div. | 22/__ 10.36 1.09 22.95 2.15 17.34 1.66 
man to get in on the nd floor with a progressive 15...$22.53 $2.33 $29.21 $2.63 $96.52 $7.10 | 23... 10.63 1.13 23.37 2.19 17.66 1.70 
young io company 16. 22.8 2.37 29.6 2.69 96.56 7.14 / 24.. 10.92 1.20 23.80 2.24 17.98 1.75 
17... 23.20 2.41 30.04 2.75 96.61 7.18]25..: 11.21 1.24 24.25 2.29 18.32 1.80 
18... 23.56 2.46 30.49 2.80 96.66 7.22/26... 11.49 1.26 24.72 2.34 18.68 1.83 
19... 23.93 2.50 30.95 2.86 96.72 7.26|27..: 11.80 1.30 25.21 2.39 19.05 1 87 
20... 24.31 2.55 31.40 2.91 96. ; 28... 12.12 1.33 25.72 2.44 19. 92 
21... 24.71 2.59 31.89 2°96 96.84 13 25... 12.45 1.37 26.24 2.49 19.84 1.96 
Th Man Wh Is —and WILL 22... 25.18 2.65 32.39 3.00 96.90 7.36|30... 12.82 1.41 26.79 2.55 20.26 2.01 
e 0 23 25.56 3.70 32.95 3.07 96.97 7.41 | 31. 13.19 1.43 ai -38 rr} 30.68 ee 
24... 26.01 2.76 33.48 3.11 97.04 7.43 | 32 13.58 1.4 14 2 
proche me to offer unusual eppertamtizes fer 25. 26.48 2.80 34.04 3.18 97.12 7.48 | 32 14.00 1.51 28.51 2.69 21.59 2.14 
ing NOW competence 26... 26. (86 34.64 3.22 97.20 7.51] 34 14.43 1. 12 2. 2. 2 
ne ae ° 27... 27:47 2.92 35.26 3:28 97.29 7.55 | 35 14.88 1.57 29.75 2.79 22.58 2.23 
28... 27.99 2.98 35.87 3.35 97.38 7.58 | 36 15.37 1.62 30.41 2.85 23.09 2.28 
For Contracts and Territory, Address 29... 28.54 3.05 36.52 3.41 97.48 7.62 | 37 15.87 1.66 31.07 2.89 23.61 2.32 
H. M. HARGROVE - Presid 20... 28.11 310 37.20 3.47 ore rea | 3h: IES TH SUF Soo bars 240 
° - ent 31... 29.71 3.17 37.92 3.53 97.70 7.68 _ Sean aan Ge oan wee 3 
on ; 25 38.67 3.60 97.82 7.72 7 20 3. 33 S 
Beaumont, Texas 33... 30.98 3.32 39:44 3.67 97.95 7.76/41... 18.16 1.83 33.95 3.10 25.94 2.49 
34... 31.65 3.38 40.23 3.74 98.09 7.80/42... 18.81 1.88 34.73 3.15 26.56 29° 
35... 32.36 3.46 41.08 3.82 98.25. 7.83/43... 19.50 1.93 35.54 3.20 27.23 2.0 
36... 33.10 3.54 41.98 3.90 98.41 7.88/44... 20.21 1.98 36.36 3.26 27.92 526 
37... 33.88 3.62 42.90 3.99 98.60 7.93 | 45... 20.98 2.03 37.22 3.32 28.68 5.) 
38... 34.69 3.69 43.85 4.07 98.79 7.98/46... 21.77 2.09 38.10 3.37 29.38 2° 
° 39... 35.55 3.79 44.86 4.17 99.01 8.03/47... 22.63 2.15 39.00 3 aes 388 
re ou ermanent y ta 1Ishe 40... 36.45 3.87 45.93 4.27 99.24 8.08|45°"- 3295 S'28 40.91 3.55 31.81 288 
41... 37.39 3.95 47.05 4.37 99.50 8.13 . — = , : 270 2.93 
Welie fer Teas 42... 38.39 4.06 48.20 4.48 99.79 8.20 be... 36.67 308 tte 3.60 oxe2 2.99 
43 9.44 4.16 49.45 4.60 100.11 8.27/51... 26.51 2.42 42.8 . © 
P | n e Shi Wes Viraini 44... 40.55 4.27 50.75 4.72 100-47 8.34 53... 37.63 ace Shs is ars} HT} 
—Ohio— 45... 41.72 4.37 52.15 4.86 100.86 8.41 2 2. 13°. 18 
ennsyivania 10 est Virginia 46... 42.97 4.50 53.63 5.00 101.30 8.49 | 54... 30.06 2.66 46.29 3.87 36.68 30° 
47... 44.29 4.62 55.17 5.15 101.80 8.58/55... 31.38 2.74 47.50 Bos oogg 3'39 
PHILADELPHIA LIFE INSURANCE CO a: S83 £82 Ebay S35 0h8e SAE loge: : gate aut dete tol gg9 28 
. 49... 47.19 4.90 58.59 6.52 102.97 8.77/57... 3428 284 5008 208 fics 3.45 
PHILADELPHIA 50... 48.78 5.05 60.48 5.72 103.65 8.87 | 59 37.49 3.14 52.85 4.24 42.99 3.54 
51... 50.47 5.21 .... ... 104.41 8.99 , ° 49 3.63 
52 52.27 5.38 105.24 9.11 | 69 39.26 3.25 54.36 4.33 44. 372 
53... 54.19 5.55 106.16 9.24 | 61 41.13 3.37 55.92 4.42 46.08 3% 
54. 56.25 5.75 107.18 9.39 |6z--- 43.13 359 Fee) 460 iss 391 
. 12. 58.45 5.96 108.30 9.52 5.23 3.8 "B1 4.02 
ECRET OF OUR We have a contract for you under which your 56... 6081 6.18 109.54 9.69 | 64 47.48 3.78 61.13 4.70 61.51 4s 
Que IS h . a nin 57... 63.33 6.39 110.91 9.87 |65--- 49.86 3.92 63.07 4.82 53.6 
ERVICE income will be limited only b activities || 58... 66.04 6.66 112.42 10.06 20-Payment 10-Year 
59 68.96 6.92 114.09 10.26 End ent 
. . . s 2 Life endowmen* 
A REAL PROPOSITION FOR A REAL MAN 60. 72.10 7.22 115.93 10.48 , Age Prem. Div. Prem. aa 
61. 7 7. 117.96 10.71]/42 ........ ey # $48.13 2 
FEDERAL CASUALTY COMPANY; Bigitiin [{82:° BE rs Huge AEE [Foo reese MMAR ARES 
» MICHIGAN 63... 83.06 8.21 122.69 11.26 | 14 48.51 3-41 
Cash Capital, $200,000.00 V. D. CLIFF, President 64... 87.30 8.59 125.42 11.55/15 -......1$12.74 s1id 648.69 AE 
65. 91.90 9.02 ECB? 8° eee 13.01 1.15 48.87 nt 
66. 96.86 9.45 BSL.UG BS.26 ° 99 ccc 13.26 1.20 49.00 3.6 
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Rates Reduced 





Premium rates reduced 
September, 1920. 


All leading forms of poli- 
cies written. 


Best of contracts toagents. 


Twogeneral Agencies open 
in Iowa. 


Write for information. 
LOUIS H. KOCH, President 


National American 
Life Insurance Co. 


Burlington, Iowa 








The Provident Life 
and Trust Company 
of Philadelphia 


(Penna.) 


Provident agents are sell- 
ing not only protection but 
satisfaction. 


The policyholder who 
matures a Provident Long 
Endowment is a center of 
Provident influence in 
his community. 


PROTECTION + THRIFT —=SATISFACTION 








“THE COMPANY OF CO-OPERATION” 


DES MOINES 


LIFE AND 
ANNUITY 


COMPANY 


We will insure the whole family! 
Ang plan, any age, either sex! 


This is a service our men 
appreciate these days. 


If it appeals to you, write 


HOME OFFICE 
DES MOINES «2-7 Bide.) IOWA 


TERRITORY 


IOWA SOUTH DAKOTA 








“{ . THE es 
PRUDENTIAL <=. 
mas tee ‘ "— 


/=/ 


ATUL 


















The Prudential Insurance Company of America 
Forrest F. Dryden, President Home Office, Newark, N. J. 
Incorporated under the Laws of the State of New Jersey , 











Insurance in Force Over $245,000,000 


For co-operation 
with agents in securing the 
complete satisfaction of policyholders 


The Equitable Life Insurance Company of lowa 


maintains a SERVICE Department which 
opens for them a broader field 
of opportunity and 
assures success 


New Business in 1920 Over $52,000,000 


























20-Pay. Life 10-Yr. End. 
Age Prem. Div. rem. Div. 
"eee 13.50 124 49.14 3.73 
_ a Reeeets 13.74 1.29 49.25 3.80 
Oe 13.99 1.33 49.36 3.87 
os Tah a 14.20 1.38 49.46 3.95 
pete 14.50 1.42 49.58 4.04 
me secesuce 14.78 1.46 49.69 4.17 
ts date ccaetd 15.04 1.50 49.79 4.19 
eine 15.34 1.54 49.84 4.20 
— eetieemany 15.65 1.58 49.90 4.22 
gee Reco 15.96 1.62 49.95 4.24 
Boonie 16.30 1.66 50.03 4.25 
 aparbeaidentam 16.64 1.71 50.11 4.27 
BM oes cad 17.01 1.74 50.19 4.28 
le ee 17.38 1.78 50.27 4.29 
rr ea ce seit 17.78 1.84 50.39 4.32 
rr hccad 18.18 1.87 50.49 4.33 
 Ypepee 18.59 1,91 50.60 4.35 
— Sipttalsprintagee 19.05 1.95 50.74 4.37 
eee eres 19.50 1.99 50.88 4.38 
a atehaan 19.97 2.04 51.02 4.40 
OR eis 20.47 2.07 51.19 4.42 
De -ccsicene ee 2.12 51.37 4.43 
eee 2.16 51.56 4.45 
DE seacesce Me 2.19 51.75 4.46 
ae athe du 22.66 2.24 51.98 4.49 
bei 2.29 52.23 4.51 
44 23.92 2.32 52.48 4.53 
RS Gora a rand 24.60 2.37 52.77 4.55 
ror 2.42 53.08 4.58 
. ero 2.46 53.40 4.60 
a dares ack 26.84 2.52 53.76 4.62 
 Bereetees 27.66 2.58 54.15 4.65 
Oe semua 2.64 54.57 4.68 
eters 29.45 2.68 55.03 4.71 
a. esenetee 30.42 2.74 55.52 4.74 
I ead eames 31.45 2.80 56.06 4.77 
Repeaters 32.53 2.87 56.65 4.81 
Oe en otaaks 33.70 2.94 57.28 4.85 
ete 34.92 3.01 57.96 4.88 
 eerere 36.22 3.08 58.72 4.93 
| peer 37.62 3.17 59.52 4.97 
BD cccccese 39.10 3.25 60.42 5.03 
EP 40.69 3.33 61.38 5.08 
a swennwie 42.38 3.43 62.41 5.14 
either tay 44.19 3.53 63.55 5.23 
Se sscucees 46.13 3.64 64.77 5.29 
OY ig dekghiiia 43.21 3.76 66.13 5.37 
Se rainaaaaea 50.42 3.87 67.59 5.48 
15-Year 20-Year 
Endowment Endowment 
Age Prem. Div. Prem. Div. 
DY cs waka $30.64 $2.02 22.22 $1.63 
a. aa iiatale 30.81 2.10 22.36 1.68 
a. suinwaes 30.98 2.18 22.51 1.74 
a cakewwn 31.13 2.24 22.65 1.79 
i sda theie 31.29 2.31 22.78 1.85 
fone: 31.41 2.38 22.89 1.90 
eae 31.53 2.44 23.00 1.97 
BD cavceoses 31.63 2.52 23.05 1.98 
- eee 31.75 2.60 23.11 1.99 
BE ccuccesds 31.85 2.66 23.16 2.00 
Eee 31.95 2.73 23.23 2.02 
a spheen 32.00 2.75 23.29 2.04 
Ra eee 32.06 2.77 23.35 2.06 
 Beepeitiateets 32.13 2.79 23.44 2.08 
Seater 32.19 2.80 23.52 2.09 
Brees 32.27 2.82 23.61 2.11 
Rae 32.36 2.84 23.73 2.13 
GB peastotnaysiae 32.46 2.85 23.85 2.15 
Ee ere 32.56 2.86 23.97 2.16 
— ee 32.67 2.88 24.11 2.17 
Se wate 32.80 2.89 24.28 2.20 
| esipeene 32.94 2.91 24.43 2.21 
Oe tere mean 33.08 2.93 24.60 2.2 
BR RoR ee 33.24 2.95 24.81 2.25 
OO an ae ti 33.41 2.97 25.02 2.27 
a cee dewes 33.59 2.98 25.23 2.2 
hore 33.80 3.00 25.48 2.31 
aR ih eladars 34.01 3.02 25.75 2.34 
eres 34.25 3.04 26.04 2.36 
ge aa ia 34.49 3.06 26.34 2.37 
a in wieata 34.78 3.08 26.68 2.40 
eee 35.08 3.11 27.06 2.43 
eer 35.41 3.14 27.45 2.46 
| eee 35.77 3.16 27.89 2.49 
Oe  cadenees 36.15 3.19 28.35 2.51 
 cakenune 36.56 3.22 28.86 2.54 
a cnewudire 37.01 3.24 29.41 2.58 
i ghee nis 37.50 3.28 30.00 2.62 
an dl giceone 38.02 3.31 30.65 2.65 
ln a baer 38.60 3.35 31.34 2.69 
BD Cia ca ene 39.23 3.38 32.10 2.74 
a caiat eaters 39.90 3.42 32.92 2.7 
eyes 40.64 3.47 33.81 2.83 
a awunngatn 41.44 3.50 34.78 2.88 | 
ae aseeoses 42.29 3.55 35.82 2.94 | 
a camels 43.23 3.60 36.95 2.99 | 
a. ccunaee 44.26 3.66 38.18 3.06 | 
oP cnaamane 45.38 3.71 39.51 3.12 
OD cnacenica 46.59 3.78 40.95 3.19 
epee 47.94 3.89 42.58 3.34 
Beers 49.41 4.01 44.36 3.50 
it So cceuat 51.02 4.13 46.27 3.67 
a” scaaues 52.75 4.26 48.34 3.87 
GE seccoses 54.65 4.40 50.57 4.07 
H. A. Clark’s Men Meet 
H. A. Clark of Princeton, Ill. gen- 
eral agent of the Northwestern Mutual | 
Life, gave a banquet at the Hotel La 
Salle in Chicago Wednesday evening of 
this week to his leading agents. A busi- 
ness meeting was held in the afternoon. 


Representatives from the home office | 
came for the banquet and made talks. | 
Among the guests at the banquet was 
William Hodge, the actor. At the close 
of the banquet the entire company was 
taken to the theatre to see William | 
Hodge in “The Guest of Honor.” 





What Per Cent Of 
Your Business 
Renews? 


If it is above 85, and especially if it 
is above 90, and you are writing Life 
Insurance in Ohio, Indiana, Michigan, 
Illinois, lowa or Missouri, it is a good 
bet that it will pay you to send me 
your name and address and particulars 
of your work. Address, 


CONSERVATION, 


Care National Underwriter 























A text book for beginners, a review book for experienced men, a book that every life insurance man should 
have—Jacob A. Jackson's “Easy Lessons in Life Insurance.’ $1.00, including Quiz Book supplement. The 
National Underwriter, 1362 Insurance Exchange, Chicago. ms 
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Central States 


Life Insurance Company 
St. Louis, Mo. 





Insurance in force - - $58,000,000.00 





JAMES A. McVOY 


Vice-President and General Manager 








RARE OPPORTUNITY 


Two General Agency Openings 
In the State of Montana 


A splendid direct Home Office contract under which a profitable and 
permanent business can be established is waiting for the right man. 


THE COMPANY NOW HAS MORE THAN $76,000,000 
OF INSURANCE IN FORCE 


The Minnesota Mutual Life Insurance. Co. 
ST. PAUL, MINNESOTA 


The Mutual Life of N. Y. 1921 Dividends 


Ordinary Life 





Age 2 30 35 40 45 50 55 60 
PPO. ceccscvces $21.49 $24.38 $28.11 $33.01 $39.55 $48.48 $60.72 $77.69 
Issued 

ear 3.55 4.02 4.63 5.44 6.51 7.99 10.00 12.80 
DD 6paetévccees 3.66 4.16 4.80 5.65 6.77 8.30 10.38 13.24 
DE Gcctenweswas 3.77 4.30 4.97 5.86 7.03 8.62 10.76 13.69 
ME <paguersvnet 3.89 4.44 5.15 6.08 7.29 8.94 11.14 14.13 
DD seseereone ans 4.01 4.59 5.33 6.30 7.56 9.26 11.52 14.57 
DY tea6eetacewee 4.14 4.74 5.52 6.53 7.84 9.59 11.90 15.00 
DE eueoesensewe 4.27 4.90 5.71 6.76 8.12 9.92 12.28 15.43 
BED vcscnscvcees 4.41 5.07 5.91 7.00 8.40 10.25 12.66 15.86 
BEES <stecceoescee 4.54 5.23 6.11 7.35 8.69 10.58 13.03 16.28 
DE «woh ee anes oe 4.69 5.40 6.32 7.49 8.98 10.91 13.41 16.69 
DN, cae nitnen tends 4.83 5.58 6.53 7.75 9.28 11.25 13.78 17.09 
De Gasecnenveue 4.98 5.76 6.75 8.00 9.57 11.58 14.15 17.48 
a err 5.14 5.95 6.97 8.26 9.87 11.91 14.51 17.87 
DE avcenedanvawe 5.30 6.14 7.20 8.53 10.17 12.24 14.87 18.24 

20-Payment Life 

Age 25 30 35 6 45 50 55 60 
PO, <asesnwwes $31.83 $34.76 $38.34 $42.79 $48.52 $56.17 $66.69 $81.60 
Issued 

 K<0seveancedie 4.57 5.05 5.65 6.41 7.41 8.75 10.60 13.19 
ae 4.80 5.30 5.94 6.73 7.77 9.16 11.04 13.68 
BEE <sseeussecus 5.04 5.57 6.23 7.06 8.14 9.57 11.49 14.17 
re 5.29 5.84 6.54 7.40 8.52 9.98 11.95 14.67 
a eee 5.55 6.13 6.85 7.75 8.91 10.41 12.41 15.16 
! deatcnenteewn 5.81 6.42 7.13 8.12 9.31 10.85 12.88 15.66 
PE Auéceats eeews 6.09 6.73 7.52 8.49 9.72 11.29 13.35 16.15 
Dt svsspeveansa 6.37 7.04 7.86 8.87 10.14 11.74 13.83 16.65 
Pe <<nsaaeedes 6.67 7.37 8.22 9.27 10.57 12.20 14.32 17.15 
a) eee Te 6.97 7.70 8.59 9.68 11.01 12.67 14.81 17.65 
Pe CKennesten ee 7.29 8.05 8.98 10.10 11.46 13.15 15.31 18.15 
SGD seweteteonaue 7.62 8.41 9.37 10.53 11.92 13.64 15.82 18.66 
BOE «sencosteuoas 7.95 8.78 9.78 10.97 12.40 14.15 16.33 19.17 
DE seseésbhesenae 8.30 9.17 10.20 11.43 12.89 14.66 16.86 19.70 

20-Year Endowment 

Age 25 30 35 49 45 50 55 60 
Ph sseneenene $49.19 $50.13 $51.47 $53.49 $56.69 $61.90 $70.23 $83.41 
Issued 

aaa 5.61 5.97 6.44 7.06 7.89 9.10 10.81 13.30 
te caw ve penne 6.05 6.42 6.89 7.51 8.36 9.57 11.30 13.81 
a Eee 6.52 6.88 7.35 7.98 8.83 10.05 11.80 14.33 
De week okeie 7.00 7.36 7.83 8.46 9.32 10.55 12.30 14.85 
DE . wé~e nue eee ee 7.50 7.86 8.33 8.97 9.83 11.06 12.82 15.37 
PE: nage ied ata 8.02 8.38 8.85 9.48 10.35 11.58 13.34 15.90 
aa 8.55 8.92 9.38 10.02 10.88 12.12 13.87 16.43 
DE ¢thenatheees 9.11 9.47 9.94 10.58 11.44 12.67 14.42 16.96 
De ecenensewece 9.69 10.05 10.52 11.15 12.01 13.23 14.97 17.50 
DEER sesxvseneves 10.29 10.65 11.11 11.75 12.60 13.81 15.54 18.04 
nD #44600 sea0 10.91 11.27 11.73 12.36 13.21 14.41 16.12 18.60 
Seep 11.55 11.91 12.37 13.00 13.84 15.02 16.71 19.16 
ih ~ssaeeneban 50.53 51.31 52.47 54.31 57.32 62.34 70.51 83.55 
Sn cantectmee en 12.89 13.09 13.37 13.82 14.47 15.46 16.99 19.30 
ED ec ack ak hal ae 13.56 13.76 14.04 14.48 15.12 16.10 17.61 19.88 
eer 14.26 14.45 14.73 15.17 15.79 16.77 18.25 20.48 


| 
| 











We have passed the 


HALF-BILLION MARK 


With over $530,000,000 of 
insurance now in force 


BANKERS LIFE COMPANY 


DES MOINES 


GEO. KUHNS, President 








QUALITY INSURANCE—CHARACTER SALESMEN 


Wanted—Specialty Salesmen—Wanted 


Any Sure Enough Salesman, who has the proper Intestinal Equipment, who is 
“Pour Square” and willing to work; can abe not less $20,000.00 per year helping 
us to continue the breaking of all Life Insurance records. 


Great rtunity for the men who can qualify!! 
From May, 1919 to May, 1920, Twelve months—one year—we wrote Ten 


millions Life Insurance. How? Let us tell you. We have the plans; we furnish 
the leads. If you can qualify, write or wire. 


THE LIBERTY LIFE INSURANCE COMPANY OF KANSAS 
TOPEKA, KANSAS 











WANT ADS oor tiiinin wide $3.75 
NATIONAL UNDERWRITER, 1362 Insurance Exchange, Chicago, Illinois 











Southwestern Department Men Called 
in for a Meeting at Kansas 
City Last Week 


The Southwestern department of the 
Illinois Life of Chicago held its 19th 
annual convention in Kansas City, last 
Friday and Saturday. Sixty agents 
from Kansas and Missouri were pres- 
ent,, and R. W. Stevens, vice-president 
of the company, and O. J. Arnold, sec- 
retary, made the trip from Chicago to 
address the meeting. 

New officers of the Southwestern De- 
partment Club were named as follows: 
W. L. Coonrod, president; Ira A. 
McBride, 1st vice president; W. F. 
Sandifer, 2nd vice president, and C. D. 
Foster, 3rd vice president; W. B. Davis 
and Roger Davis,, who are the general 
agents for the territory, were qualified 
among the list of members for 1921. 

The meeting opened on Friday morn- 
ing with roll call and an address by 
W. A. Bachman, retiring president of 
the club. This was followed by an 
executive session and at 1:45 o’clock 
W. B. Davis, general agent, presented 
prizes to the winners of the Four 
Months’ contest. 

The opening event of the afternoon 
session was the inaugural address of 
W. L. Coonrod, the new president of 
the club. He was followed by R. W. 
Stevens, vice president of the com- 
pany, who reviewed the work of the 
year, and commented on it as the “big- 
gest” in the company’s history. O. J. 
Arnold, secretary of the company, gave 
an interesting address, dealing with 
home office affairs and explaining the 
annual statement of the company. 

Other speakers of the afternoon were 
Ira A. McBride of St. Joe, Mo., special 
agent; H. F. Coonrod of Carthage, Mo., 
special agent; W. R. Brister of Wichita, 
Kan., special agent; H. B. McAfee of 
Kansas City, Mo., city manager; R. A. 
Sullivan of Topeka, Kan., special agent; 
F. L. Hagaman of Kansas City, Mo., 
special agent; G. P. Ryan of Hutchin- 
son, Kan., special agent; G. F. Bach- 
man of Wichita, Kan., special agent; 





H. F. King of Emporia, Kan., special 
agent; C. W. Coolbaugh of Clay Cen- 
tre, Kan., special agent, and Otto H. 
Augustine of La Salle, Ill, general 
agent. 

Friday evening there was a dinner. 
Saturday was devoted to unfinished 
business, an informal meeting and con- 
ferences at the Southwestern depart- 
ment offices. All through the meeting 
they had manifest a spirit of optimism, 
even the agents from the agricultural 
districts of Kansas declaring they 
would write more business this year 
than they did last year. 


Named on University Faculty 


Earl C. Wightman, actuary of the 
Detroit Life Insurance Company, has been 
notified of his re-appointment as instruc- 
tor of insurance on the faculty of the 
University of Michigan. Mr. Wightman 
was first associated with the Michigan 
State Life in 1913 and that year he ac- 
cepted a position as actuary for the 
Detroit Life and remained with it until 
1918. That year he took a position with 
the American National of Galveston, 
Texas, as actuary and manager of the 
ordinary department. He was compelled 
to leave his work in the south on account 
of his health, returning to the Detroit 
Life in December 1919. Mr. Wightman 
has given this course in insurance ac- 
counting at the University of Michigan 
for a period of four years. 


Conservative Life’s Meeting 


The regular annual stockholders’ meet- 
ing of the Conservative Life of Sioux 
City was held last week. Several local 
and out of town stockholders were pres- 
ent and listened to an interesting report 
made by President Burton H. Saxton of 
the progress made thus far. Dr. Jesse 
A. West of Des Moines was unanimously 
elected to succeed himself on the board 
of directors. At the regular meeting of 
the board all officers were re-elected for 
the year of 1921. Burton H. Saxton heads 
the company with A. E. Wilder vice- 
president, T. M. Murdoch treasurer, J. P. 
Langstaff secretary, and Dr. I. E. Nervig 
medical director. On motion of C. P. 





Kilborne of Sioux City, Iowa, a vote of 
thanks was extended the executive staff 
on behalf of stockholders for the exce!- 
lent showing made thus far. 
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Valuable Talks on “The Selling Process” 
Are Given by Three Speakers at Recent 
Sales Congress Held at Little Rock, Ark. 


HREE talks on “The Selling 

Process,” of especial interest to 

the man on the firing line, were 
made at the one-day sales congress at 
Little Rock, Ark., by S. M. Powell of 
the Missouri State Life, Thomas T. 
Myers of the Federal Life and Sam K. 
Walton of the Union Central Life. 
Mr. Powell said, in part: 


Selling Is an Art; 
We Are All Sellers 


“Selling is an art; we are all sellers; 
the banker sells his money, the mer- 
chant sells his goods, the laborer sells 
his time and the farmer sells his rice 
and cotton (when he can), but the 
greatest of all the products on the 
market today is ours—life insurance. 
There was never a time in the history 
of this country when life insurance was 
so much in demand and was so badly 
needed as it is today. Nobody ever 
appreciated it as they do today. Peo- 
ple buy life insurance now, whereas 
26 years ago last Saturday, when I 
jumped into this game, by hard dig- 
ging I managed to write $232,000 in 
one year. L. A. Cerf, who is now with 
the Mutual Benefit Life in New York, 
told me: ‘That was fine, if you can 
just hold the gait, but I don’t think 
you can ever beat it.’ 
applications last year, or $3,192,000 
for Missouri State Life. 

“T have often been asked the defini- 
tion of successful salesmanship; knowl- 
edge is the backbone of the accom- 
plishment. One of the greatest things 
is courtesy. Personality is another and 
honesty and ethics are so closely allied 
they cannot be separated. Ethics is 
one of the biggest things; if you can- 
pot interest the prospect in what you 
have to sell, sell him yourself. It is 
not what you say or do that gets the 
results; it is the way you say it and do 
it. You must believe in what you 
have to sell and then carry a copy of 
the Golden Rule in your pocket.” 


Main Thing Is to Get 

Out and Try to Sell 

Mr. Myers said in part: 

“The main thing is for a man to 
get out and try to sell; I mean the new 
man, and: if he fails, the thing to do 
is to try and understand, analyze and 
see why he has made a failure. Later 
on, after a man has been selling life 
insurance or anything else for many 
years, these journals and _ salesman- 
ship courses and that sort of thing are 
fine. One thing that is very necessary 
is to have the confidence of your off- 
cers, your directors, your agency di- 
rectors, medical directors and be square 
with them. The next important thing 
is to have confidence in your officials. 
The main thing is to work continually; 
if you interview a certain number of 
people each day you are bound to get 
results. It is impossible to tell men 
and women how to sell. It is said that 
one can make friends by making prom- 
ises, This is true, but you can keep 
your friends only by keeping your 
promises.” 


Perseverance and Enthusiasm 

Are Essential Qualities 

“Perhaps there is no quality that is 
more necessary to life insurance than 
Perseverance. Another is enthusiasm; 
without it we are like engines without 
steam. Swallow insults tamely when- 
ever you can without losing your self 
respect. There is one fact obvious as 
the A B C’s—that is, simply work— 
there is no achievement without work. 
Thomas A. Edison once said: ‘Inspira- 
tion is perspiration.’ The best of the 
isms’ is optimism. Hook the big fish 
—the little fellows nibble and often 
when you think that you have one 
hooked he slips back in the water and 
takes the bait with him, but when the 


I wrote 212. 


Don’t approach your prospect as though 
you didn’t expect to insure him. Tact 
counts. Some men are born with 
tact, but there is no reason why other 
men born without it, with patience 
and perseverance, cannot acquire that 
quality. Don’t talk life insurance until 
you are a bore. Men that do this are 
responsible for whatever prejudice there 
is against life insurance agents. There 
are certain features which impress cer- 
tain prospects; remember which of your 
arguments impressed your prospect 
and work that argument for all it is 
worth.” 


Conservation of Old 
Business Discussed 


H. L. Remmel of the Mutual Life 
spoke on the “Conservation of Old 
Business” and emphasized the im- 
portance of securing the business of 
the small policyholder, as there are 
many more of this class in all com- 
munities. He said that too many 
agents devote their time and energy to 
writing the big policies to the neglect 
of the smaller business. 

The sales congress was the largest 
and most enthusiastic ever held by the 
Life Underwriters’ Association of 
Arkansas. There were important ad- 
dresses made by men who are promi- 
nent in the insurance affairs of the na- 
tion. Charles W. Scovel, Pittsburgh, 
Pa., ex-president of the National Life 
Underwriters’ Association, spoke on 
“Business Insurance,” and Orville 
Thorp, president of the National Asso- 
ciation and general agent of the Kansas 
City Life at Dallas, spoke on “Insur- 
ance to Cover Inheritance Taxts.” 
There were 125 life agents present, rep- 
resenting 25 towns in Arkansas, and 20 
new members were enrolled. Mr. 
Thorp spoke on “Life Underwriters’ 
Association Program” in the forenoon 
and “Insurance to Cover Inheritance 
Taxes” in the afternoon. Major S. C. 
Stanton, medical director, Farmers 
National Life, spoke on “The Cost of 
Illness to the Nation.” Joseph H. 
Stanley, active vice-president, Southern 
Trust Company, spoke on “Life Insur- 
ance and Bank Credits.” Two of the 
principal addresses of the day were 
made by Charles W. Scovel on “Busi- 
ness Insurance” and “Monthly Life In- 
come Insurance.” 

The meeting concluded at night with 
a banquet, at which Hugh D. Hart of 
the Aetna Life was toastmaster. G. 
DeMatt Henderson spoke on “The Law 
and Life Insurance”; Dr. Morgan 
Smith on “Life, the Most Valuable 
Asset of a Nation,” and C. W. Scovel 
and Orville Thorp made short talks. 


James F. Egan 

James F. Egan has been appointed 
general agent of the Century Life of 
Indianapolis for Illinois with headquar- 
ters in Chicago. Mr. Egan has just ar- 
rived in Chicago and expects to locate 
offices there within a short time. Be- 
sides being general agent for his com- 
pany, he will also have charge of the 
development of new lines which the 
Century Life is organizing. These in- 
clude group, organization and monthly 
premium lines. 
Mr. Egan is a capable and experi- 
enced insurance man. His experience 
is along varied lines, having been con- 
nected with both the fraternal and 
legal reserve plans of insurance. In 
the early part of his career he was with 
the Modern Woodmen for 14 years. 
More recently, he has been in charge of 
the monthly premium plan department 
of the Equitable Life of New York at 
its home offices. 


Metropolitan’s Dividends 
The Metropolitan’s attitude as to 1921 
dividends will probably be made known 
to the field force at the superintendents’ 





big fellow bites it means something. 





annual meeting in New York next week. 





A company ber= in the West, 
built for western people, 
by western mea. 


GOOD AGENTS WANTED 






Progressive In Its Ideas 














$7,000 Ahead! 


Mr. C. W. Brandon, President, 
The Columbus Mutual Life Insurance Company, 
Columbus, Ohio 


Dear Mr. Brandon: I received copy of your Golden Rule con- 
tract (for agents) and I want to congratulate you on putting out 
such a contract. You have it well-named. I find I would be over 
$7,000 ahead under your contract on the business I have written 
this year, compared with earnings under my present contract and I 
have * * * Yours truly 





The writer of this letter was the leading solicitor in 1920 for one of 
the largest companies. His name will be supplied on inquiry by those 
interested. Would you like to figure how much additional compensa- 
tion you might have received in 1920 if you have been with The Colum- 
bus Mutual? Write your name and address on the margin of this 
advertisement and forward to the Home office, Columbus, Ohio. 


During 1920, the Columbus Mutual gained $10,000,000 in 
volume—as much as it gained in its first 10 years, five times as 
much as it gained in 1918. The 1920 gains were all notable. THE 
AGENCY FORCE WAS DOUBLED. Send today for a 1920 report. 




















Chicago National Life Insurance Company 


CENTURY BUILDING, STATE AND ADAMS STS. 
JUST LICENSED BY ILLINOIS STATE DEPARTMENT 
First 10,000 shares sold, over $100,000 deposited 
with State 


Applications considered from reliable stock salesmen 
on new issue—20,000 shares—best of leads furnished 
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Outo Naionat Lire Insurance Co. 


CINCINNATI, O. 
OW is the Golden Day of Life Insurance. It is 
the best time to get connected with a solid com- 

pany and build a foundation for the future. Good 
business was never so easy to get. People believe in 
and are buying life insurance. 
The Ohio National pays agents well for their work and 
backs them with all its power and facilities. 
Territory open in Ohio, West Virginia and Kentucky, 

Tennessee, Michigan, Nebraska and Kansas. 


A. BETTINGER T. W. APPLEBY 
President Secretary and Agency Manager 








HOME LIFE INSURANCE COMPANY 
OF AMERICA 


Incorporated 1899 
PROTECTION FOR THE ENTIRE FAMILY 


This Company issues all modern forms of policy contracts from age 3 months 
next birthday to 60 years. 
Industrial policies are in full immediate benefit from date of issue. 
Ordinary policies contain a valuable Disability clause and are guaranteed by State 
Endorsement. GQ0D CONTRACTS FOR LIVE AGENTS 

Executive Offices, No. 506 Walnut Street, Philadelphia, Pa. 
BASIL S. WALSH, Pres. JOSEPH L. DURKIN,Secy. JOHN J. GALLAGHER, Treas. 








Globe Mutual Life Insurance Company of Chicago 


Claims Paid by Telegraph 
Claims Paid by Telephone 
Claims Paid by Special Delivery 


BY CHECK DIRECT TO THE BENEFICIARY. 
i AID “ON SIGHT.” CLAIMS PAID FOR DEATH AND TOTAL, ANB 
ACCEPTED. PRACTICALLY NO REJECTIONS. FIFTEEN THOUSAND DEA’ 
DISABL SH BENEFITS PAID. PO ES E 
RESIDENTS OF CHICAGO AND WITHIN THE FORTY-MILE LIMIT OF CHICAGO, 
THIS IS MORE THAN es die tan ILLINOIS wre INSURANCE COMPANY 
RY. 
SUCH IS THE RECORD OF THE GLOBE MUTUAL LIFE INSURANCE COMPANY 
of Chicago, incorporated under the Illinois Insurance I.aws, 1895, or twenty-five years 
old. The Globe is the oldest Life Insurance Institution of the State of Illinois 
transacting Industrial Insurance. 























PROGRESS FOR 1919 _ LAST FIVE YEARS 
Gain in Assets....c.cccsccsceee -.70 percent Gein im Aseeticccccccccccccccces 420 percent 
Gain in Income.........+seseeseee 30 percent Gain in Income........+ceeseeees 190 percent 
Gaia in Insurance.........++++++ 18 percent Gain in Insurance.......+..++++> 135 percent 


ORDINARY AND INDUSTRIAL BRANCHES: Pushing agents wanted. Our agents 
are making big money. We give them the best leads to work on in the world. 


Apply T. F. BARRY, Sec. and Gen’! Manager and Founder 
431 SO. DEARBORN STREET PHONE HARRISON 199 








More Than One Million Policies Now In Force 


Only four other life insurance companies in America have more 
policy contracts in force than this Company. A study of the 
following growth in ten years is invited: 

Jan.1,1910 Jan.1,1915 Jan. 1, 1920 
Assets $ 4,867,379 $ 8,763,566 $ 18,682,446 
Policies in Force 342,972 551,969 1,058,956 
Insurance in Force 44,780,907 79,619,435 191,495,761 


Attractive opportunities open to agents in Ohio, Indiana, Kentucky, 
West Virginia, Western Pennsylvania, Michigan, IIlinols and Missouri. 


The Western and Southern Life Insurance Co. 
W. J. WILLIAMS, President CINCINNATI, OHIO 
Organized February 23, 1888 














= 
“Semmann’s Cancellation Table” 
For the rapid and accurate calculation of return and earned premiums, pro-rata, and 
annual and term short rate. Shows the net rate after deducting credit for 
coinsurance clause, or other percentage credits, for rates from 25¢ to $4.00, together 
with factors for figuring in one operation credit on any rate. A regular time saver. 
Price, $2.0. The National Underwriter Co., 1362 Insurance Exchange, Chicago, IIl. 











COLUMBIA LIFE FIGURES 





Good Gain Is Made by Cincinnati 
Company, as Shown by Presi- 
dent’s Report 





CINCINNATI, O., Jan. 19.—The an- 
nual meeting of the stockholders of the 
Columbia Life was held in Cincinnati, 
Jan. 17. 

S. M. Cross, president, reported that 
the assets of the company, as of Jan. 1, 


1920, were $1,937,077; capital stock, 


$192,350, and surplus, $82,353. During 
1920, a total business was written of 
$3,180,125, a gain of $1,548,061, on the 
issued basis over the previous year. 
The Columbia Life now has a total 
business in force of $14,172,392. The 
company increased its assets in 1920 
$196,172 and its reserve $166,532.83. 
The total payment to policyholders 
since organization of the company 
amounts to $1,159,473. The mortality 
in 1920 was 48 percent of the expected. 
A 6 percent dividend was declared. 


Equitable Life Meeting 

NEW YORK, Jan. 19.—Nearly 125 
general agents and agency managers of 
the Equitable Life of New York are 
holding a three days’ session in this 
city. 

At the initial gathering, a review of 
the society’s business for 1920, pre- 
pared by President W. A. Day, was 
read by Vice-President Westfall in the 
unavoidable absence of Mr. Day. The 


outstanding insurance at the close of | 


last year was reported at $2,656,000,000, 
a gain for the 12 months of $385,000,000. 
The paid-for new business in 1920 was 
$529,000,000, including $52,500,000 of 
group insurance. Gratifying as was the 
showing made for last year, President 
Day is confident that it will be sur- 
passed in 1921. 

In addition to a general discussion 
of sales promotion, members of the 
head office staff of the Equitable talked 
on group insurances, health and acci- 
dent indemnity, inheritance tax forms 
and business policies. The society’s 
program for the new year includes the 
increasing to 2,000 the number of 
agents who produce $100,000 or more 
insurance annually. 


Heads Group Department 

Howard R. Hill is made superin- 
tendent of the group department of the 
Connecticut General. He is a gradu- 
ate of Trinity College, class of 1915, 
and for a time was assistant librarian 
there and at the Western Reserve Uni- 
versity in Cleveland, Ohio. He saw 
service at the Mexican border as a 
member of Troop B of Hartford. Dur- 
ing the war he was successively sec- 
ond lieutenant, first lieutenant, bat- 
talion adjutant, and captain, O. R. C. 
He served with the Italian forces dur- 
ing the last four months of the war and 
was with the army of occupation at 
Fiume, Hungary. He joined the Con- 
necticut General July 6, 1919, was 
connected with the Philadelphia office 
for some time and has had experience 
in the field. 


Mid-Continent Writes Big Volume 


Among the large volumes written last 
year is the $14,500,000 produced by the 
Mid-Continent Life of Oklahoma City. 
The direction of this branch of the com- 
pany’s activities falls upon the capable 
shoulders of Vice-President Edwin 
Starkey whose advent with the Mid- 
Continent late in 1918 marked the begin- 
ning of the company’s real progress. Six 
Millions in 1919 and over $14,000,000 in 
1920 is his record of production through 
a most capable staff of agents. It is an- 
nounced that the company has made a 
substantial gain in surplus. 

Sixty agents of the company sat down 
to a spread in Oklahoma City, tendered 
by the officials. Mr. Starkey presided, 
and introduced the speakers of the even- 
ing among whom were President R. T. 
Stuart, Secretary R. W. Reese, Medical 
Director Dr. M. Smith and Attorney 
Ed. S. Vaught. 





HOME LIFE 
INSURANCE CO. 


WM. R. MARSHALL, President 


The 60th Annual statement shows admitted 
Assets of 37,780,735 and the Insurance in Force 
$185,755,819—a gain for the year 1919 of over 
$27,000,000. The insurance effected during the 
year was over $40,000,000, or 63% more than in 
the previous year. The amount paid to policy- 
holders during the year was over $4,388,000. 





W. A. R. BRUEHL & SONS 
General Managers 
Central and Southern Ohie and Northern Kentucky 
Rooms 601-606 The Fourth Nat. Bank Bidg. 
CINCINNATI, OHIO 

















ACTUARIES | 


_— F. CAMPBELL 
CONSULTING 
ACTUARY 








76 West Monroe Street 
Telephone Randolph 918 


CHICAGO, ILL. 











ARCUS GUNN 
CONSULTING 
ACTUARY 


29 S. La Salle St. CHICAGO 
Telephone, Randolph 7684 











_ J. HAIGHT 
CONSULTING 
ACTUARY 
810-813 Hume-Mansur Bldg. 


INDIANAPOLIS 
Kraft Building, DES MOINES, IOWA 








_ C. HARVEY 
CONSULTING ACTUARY 
Chemical Building ST. LOUIS, MO. 


T + 3<e= 
Premi 








OUNS R AT LAW 
CONSULTING ACTUARY 
iums, Reserves, Surrender Values, 
etc., Calculated. Valuations and Exam- 
inations Made. Policies and all Life In- 
Forms Prepared. The 


~ S Law of 
fnsurem Bldg. OKLAHOMA CITY 


J H. NITCHIE 
. ACTUARY' 


1523 Association Bldg. 19S. LaSalle St. 
Telephone State 4992 ~ CHICAGO 














CHARLES SEITZ 
* CONSULTING ACTUARY 


Author of 
“System and Accounting” 
209 So. La Salle St. CHICAGO 











Consuttinc Actuary 
402-404 Kraft Building 


Fo see S. WITH INGTON 
Tel. Walnut 3761 DES MOINES, IOWA 




















Some executives in need of sal- 
aried employes go on expensive 
prospecting tours; others let a8 
ad of this size and appearance 
bring applications to them. One 
inch, one column wide, one time $3.75. 
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| COMMENT ON SUBSTANDARD BUSINESS | 








FORT WAYNE, IND., Jan. 13.—To 
the Editor—I have just had the oppor- 
tunity of reading the article in your issue 
of Jan. 6 headed, “More Companies Now 
Entering Substandard Field.” Companies 
are unquestionably giving considerable 
thought to this subject and there is a 
growing tendency among them to afford 
substandard facilities to their agents, espe- 
cially owing to decreased production and 
consequent decreased earning power which 
is anticipated in the immediate future. 
However, there are some points raised 
in the article which seem to me should 
not be dismissed without comment. 


Doubt as to Practice 


The first and one of the most important 
of these points is that at the very outset 
of the article. I refer to the statement 
that “more companies are experimenting 
with the writing of slightly impaired 
risks”; that “there is a tendency to let 
down the bars in doubtful cases largely 
for the purpose of observing the risk and 
finding out what actually happens to the 
policyholder that is below par.” I do not 
believe that this is true but, granting that 
it is, it seems to me to be a truly fallacious 
practice as would seem from the following 
considerations: Little or nothing can be 
learned from observation of a few risks 
of a type or quite a number of risks of a 
type, to say nothing as to the observation 
of one risk, as stated in the article. It 
takes a great many risks to demonstrate 
a tendency and quite a large number to 
determine with more or less definiteness 
the proper rating. 


Results in Tuberculosis 


To illustrate this, let us take a concrete 
example. We probably know more about 
the influence on mortality of tuberculosis 
in the family history than any other one 
factor except the influence of weight or 
build. We know from observation of 
nearly 15,000 lives embraced in the 
Medico-Actuarial Investigation who had a 





brother or sister die of consumption and | 
who were at date of entry aged 15 to 29, | 


inclusive, and were standard weight or 
slightly above that the deaths from con- 
sumption were very considerably in excess 
of the normal. Yet the experience on 
these lives demonstrates that with careful 
selection they may be properly accepted 
for standard insurance if otherwise good, 
average risks, for the mortality actually 
experienced was practically normal. 

Might Cause Erroneous Conclusions 

Now, on the assumption that we did not 
have the Medico-Actuarial Investigation 
or any other experience for this type of 
risk and were to experiment in the man- 
ner indicated by your correspondent as 
ibove referred to and were to attempt 
to base conclusions on the observations of 
one or a few risks of this type, there 
would be quite a possibility of the one 
dying within a year or two of tuberculosis 
and quite a possibility that more than one 
of a few of them would die within a few 
years of tuberculosis. The conclusion, 
therefore, might well be arrived at, if it 
were decided to base observation on so 
lew risks, that they were very hazardous 
risks whereas such is not the case, as 
shown by the statistics on a large number 
of such lives. 
_ The same erroneous conclusions might 
he drawn from similar observation with 
respect to medical impairments or any 
other type of impairments. 

Question of Changing Form 


The position your correspondent takes 
as to change from a life to an endowment 
form “with the thought in mind that if 
some physical defect of a serious nature 
ops it ordinarily comes in later life” 
seems to me to be untenable. I have been 
im search for several years for statistics 
on a type of risk where there is an un- 
lavorable mortality after 15 or 20 years 
or even after 10 years where there is 
hot sufficient mortality during the pre- 
ceding period which would justify a rating 


devel 


up even on the endowment plan and I have | 


never yet been able to discover a_ risk 


of this type and I should be very glad 
indeed to have one pointed out at this 
time. 
Sense of Mortality Value 

Another statement which I think is not 
justified by facts is that a “substandard 
company” gets the “rating-up habit,” 
whether this be made unequivocally or 
otherwise. A company which does a sub- 
standard business is much more consist- 
ent in its underwriting than a company 
purporting to do only a standard business 
for the reason that it develops a more 
accurate sense of the mortality value’ of 
risks than a company which merely at- 
tempts to accept or decline risks and in 
reality is does not rate up a risk (at least 
this is true of our own company) unless 
there is good reason to believe that the 
mortality factor is such as to bring it into 
the substandard class. 


Take Many as Standard Risks 


So far as our own company is concerned 
I have observed the effect of substandard 
business very closely for the past few 
years and I have noticed that its effect 
has been that we accept for standard in- 
surance a great number of risks which are 
turned down by other companies. 
however, is not the result of our issuing 
standard policies on risks that are likely 





This, | 


to give us a high mortality, but because 
| 


we confidently believe that the risks are 
well within the standard limit and our 


experience so far has demonstrated that | 


we are correct in this belief. It is quite 
true that there are some risks accepted 
for standard insurance by companies 
doing only a standard business which we 
would consider substandard but opinions 
differ, naturally, as to the value of some 
risks as is instanced by the fact that some 
companies doing only a standard business 
accept isolated risks from time to time 
that another company doing only a stand- 
ard business would reject. 


Effect From Agent’s Standpoint 


My observation has been that the agent 
is more likely to get what should come 
to him by way of standard insurance in a 
company operating like our own than in 
a company doing entirely a standard busi 


ness. Besides, he is assured of more con- 
sistent general results. For instance, it 
came to my attention a few days ago 


| that an old and well-established company 


| lutely demonstrated a 


purporting to do only a standard business 
has accepted for its limit of $25,000 an 
overweight case where the statistics abso 
mortality of 160 


| percent of the standard and had, almost 


by the same stroke of the pen, limited 


| to a $1,000 or $2,000 policy an application 
|of a bank president with a consumptive 


family history where the statistics indi- 


cated a mortality of only 115 percent. We | 


would have taken the bank president for 
our full limit at standard rates and would 
have offered the substandard policy on th 


overweight case, which would probably 


have been delivered, for we have a large | 


percentage of deliveries 
cases. 

The statement is made that “The com- 
panies that are in the substandard busi 


ness are not getting a normal and natural 


on 


selection.” I do not know exactly what 
that means but I will say that we have 
been doing a substandard business 


about nine years and we will match our 
mortality experience, policy year for pol- 
icy year, with that of any other company 


substandard | 


for 


The Spectator Company publishes a table | 


showing the mortality experience for 15 
years for 58 leading companies and we 
have the lowest mortality of any of them, 


although we are writing and have been | 


writing a considerable 
standard business. 


portion of 


sub- | 
I do not know whether | 


we are getting a “normal and natural” | 


selection from some viewpoints but from 
the viewpoint of satisfactory 


results [ | 


would say that the quality of our business | 


is highly satisfactory and that is the end 


| we seek. 


Some time ago one 
ents,-after a visit to 


of your correspond- 
two or three of the 








western cities where there are quite a 
number of younger and smaller com- 
panies, made the assertion that the com- 
panies were becoming more liberal in their 


It does 3 things: 


selection. If he meant a more careful @ Gives every Agent a Square 
differentiation between the favorable and | Deal. 

unfavorable risks I would say that they | . 

were pursuing the proper course but if ¢ pon. nna aac teaamaaan for 
he meant that they were accepting to any equal work. 


@ Affords every Agent the 
same opportunity for ex- 
pansion and organization 
building. 

These are three things which 


most agency contracts do not do. 


Does yours? 
Ask about the Square Deal Contract 


Nat hvenaly? 
nsurance Company 


Madison, Wisconsin 


extent risks of a poorer quality from a 
mortality standpoint I would say that they 
are making a mistake for it is well known 
that very few of the young companies, | 
including ourselves, have more than made 
ends meet financially and they have re- 
quired all their mortality salvages enjoyed 
in the past to keep them in a satisfactory 
financial condition; in fact a low mortality 
ratio is necessary to the success of a com 
pany in its earlier years. 


FRANKLIN B. MEAp, 


Secretary and Atcuary, Lincoln National 


Life 


CAN YOU QUALIFY? 


A very attractive proposition is 
offered by one of the largest Cana- 
dian Companies, doing business in 
several of the states, to the right 
man, who can secure and develop 
an organization of active producers of 
high standing in the state of Ohio. 











A Penn M I Premium, less a Penn Mu- 
tual Dividend, purchasing a Penn Mutual 
Policy, containing Penn Mutual Values, 
makes an Insurance Proposition which in the 
sum of all ite Benefits, is unsurpassed for net 
low cost and care of interest of all members. 


The Penn Mutual 
Life Insurance Company 


of Philadelphia 





If you think you can qualify, pleas« 














write, stating your age and insuranc 
experience. Replies will be treated confi 
Scutieiie. Addr ss 48-R ws | ce On January 1, 1909, Rates Were Reduced 
i y. é ares Py i 
National Underwriter and Values Increased to Full 3% Reserve. 
| 





“SAFE AS A GOVERNMENT BOND’ 


The OHIO STATE LIFE 


LIFE, HEALTH, ACCIDENT ““° MONTHLY INCOME INSURANCE, 
FOR FACTS 





Openings OHIO, IND., KY. MICH. and W.VA Wiite Columbas 


The Masonic Mutual Life Association 


Of the District of Columbia 
Chartered by Special Act of Congress, March 3, 1869 
The Security of the Old Line 
The Economy of the Fraternal 


Select work, with big returns to high class representatives. 
and territory, write to 


WM. MONTGOMERY, President and Gen. Mer. 
New Masonic Temple Washington, D. C. 





For terms 
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‘*The Capitol Life Insurance Company desires to obtain the 
services of good, reliable agents in all unoccupied territory. 
Please address the company for further information.” 


The Capitol Life Insurance Co. of Colorado 
Thomas F. Daly, President 


Denver, Colorado 








Frans Nelson, President 


I | 
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URANCE COMPAN 


Omatir, NEBRASKA, 


The Giant of the Westy 








Southland Life Insurance Co. 


DALLAS, TEXAS 
The Progressive Company of the South 


HARRY L, SEAY, President 
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AMERICAN NATIONAL INSURANCE COMPANY 


of GALVESTON, 
W. L. MOODY, JR. 


TEXAS 


: ; President 


FIFTEENTH ANNUAL STATEMENT 
December 31, 1919 


ASSETS 
Real Estate Owned 
Mortgage Loans, First Liens.. 
Loans Made to Policyholders 
— \ sasoondie Policies 


Bon 

} <a Loans 

Certificates of Deposit.. 

Cash in Banks 

Interest Due and Accrued 

Net Deferred and Uncollected 
Premiums 

All other Assets 


$ 884,324.41 
3,091,830.79 


$7,315,786.37 


LIABILITIES 
Net Reserve American Experi- 
ence 3 and 3% per cent 
Special and Contingent Reserve 
7 we in Process of Ad- 
ust 
All aber * Liabilities 
Capital Stock 
Assigned Funds 
Surplus 
Surplus Security to 
Policyholders § .....sseseeeeeeee+ 1,193,306.82 


$7,315,786.37 


Life Insurance in Force, $101,632,847.00 
Paid Policyholders, $7,175,570.00 
“ANCHOR TO THE ANICO” 


For Further Particulars Write to: 


c. S. HUTCHINGS 
Actuary and Agency Manager 
Ordinary Department 


W. J. SHAW 
Secretary and Manager 
Industrial Department 














WANTED 





WE WANT A MANAGER 








in every important center in Indiana where we 


are not represented. 


Only men of ability and 


probity will be considered. We offer liberal com- 
mission contracts to agents and salable policies 


to the public. 
usual. 


The proposition we offer is un- 
Correspondence confidential. 


GARY NATIONAL LIFE INSURANCE COMPANY 
Gary, Indiana 
WILBUR WYNANT, President 
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Federal Taxes on Insurance Companies 


Number of 


Corporations 
Reporting Net Income 
Income Tax 


Life insurance, stock and mutual com- 
panies 

Accident, stock companies only 

Fire, stock companies only 

Marine, stock companies only 

Accident, fire and marine, mutual.... 

Fidelity and bonding 

All other insurance companies not pre- 
cisely defined 


Total insurance companies....... 838 


War Profits 
and Excess 
Profits Tax 


$ 929, a 


Total Tax 


$ 691,555 $ 1,620,694 
166,$ 234,441 


343, 235 
2,382,352 
$6,172,767 


4,100,484 
$10,935,707 


1,718,132 
$4,762,940 





OCCUPATION TAX 


Life—On each $100 of the face of the policy 
not over $500, 40 percent of first 


20 percent of first monthly premium 
on each $1 or fractional part of a premium, 1 


Industrial weekly payment plan, 
weekly premium or 
Fire, Marine and Inland; 
percent 
Casualty; 


$ 5,350,969.75 
1,156,979.75 


7,986,106.95 
3,927,697.56 


$18,421,754.01 














Massachusetts Mutual Meeting 


The Massachusetts Mutual agents in 
Wisconsin are holding a meeting this 
week in Milwaukee, the meeting start- 
ing Wednesday afternoon. Actuary 
Alex MacLean of the home office gave 
a talk. Associate Medical Director M. 
B. Scholz from the home office was 
present and made a talk. Superintend- 
ent of Agents Joseph C. Behan was the 
main speaker at the banquet Wednes- 
day evening. 


Two New Members 


The National Life & Accident of 
Nashville and the Royal Union Mu- 
tual Life of Des Moines have been 
elected to membership in the Asso- 
ciation of Life Insurance Presidents. 
This brings the total of members up 
to 47 companies, of which 39 have home 
cffices in the United States, while 8 
are domiciled in Canada. 


Barmore Attending Sales Congresses 


George Barmore, superintendent of 
agents of the Federal Life of Chicago, 
has attended the sales congresses at Dal- 
las, Oklahoma City and Little Rock, and 
meetings of the Federal agencies have 
been held in these cities the day fol- 
lowing the general meting. 

Mr. Barmor will attend the sales con- 
gresses to be held at Denver, Kansas 
City, Omaha, Des Moines, Peoria, St. 
Louis, Louisville, Indianapolis, Cleve- 
land, Grand Rapids, Detroit, Pittsburgh, 
Cincinnati and Philadelphia. The com- 
pany finds that attendance at these sales 
gatherings greatly stimulates the men in 
the field, and adds to the interest of the 
company’s own conventions held the next 
day. 


Fine Gain in Insurance 


The Ohio National Life of Cincin- 
nati shows a gain of $9,639,998 in in- 
surance in force as a result of 1920 


proper legislation than that class of in- 
surance. 


Underwriters’ Wives Organize 


Mrs. B. N. Waller of Des Moines 
heads the wives of the Iowa Life 
Underwriters since the annual elec- 
tion. Mrs. I. M. Treynor is vice-presi- 
dent; Mrs. Clarence N. Anderson, sec- 
retary and treasurer, and Mrs. M. M. 
Deming, social chairman. 


Plan to Value Reserves 


A plan to fix by law the values of life 
insurance reserves has been presented 
to the Kansas legislature by the insur- 
ance department. The bill proposed 
fixes the following methods of deter- 
mining the value of securities: 

If purchased at par and not in de- 
fault of payment of interest, at par 
value. 

If purchased at above or below par to 
be adjusted so as to bring the value to 
par at maturity. 

It is also provided that the purchase 
price of securities cannot be higher than 
the market value of those securities as 
shown by the usual market reports at 
the time of purchase. 





NAMING A BENEFICIARY 


Secretary W. P. Kent of the 
North American Life of Chicago 
gives six reasons why a bene- 
ficiary should be named in a 
policy. Here they are: 
1i—Assures the policy proceeds 

going to the person intended. 
2—Simplifies proof of loss and 

saves time in securing pro- 
ceeds, as executor or adminis- 
trator does not have to be ap- 
pointed before claim is made. 
3—Saves the expense incident to 
the administration of an estate. 


business. Premiums on the life busi- 
ness alone lacked only $7,000 of reach- 
ing the million mark. This company 
now has $30,500,000 of insurance in 
force. 


4—Eliminates possibility of de- 
lay or loss due to litigation 
over estate. 
many 


Improved Disability Provision 


Claim may be made as soon as disability occurs—no probationary 
period. 
Payments begin immediately on approval of claim—no proba- 


tionary period. 
Monthly payments, lifelong, conditioned on permanence of dis- the banking and insurance departments. 
abilit He especially urges the need of amend- 
y: ing or revising the fraternal law, de- 


claring that he does not know of a 
Immediate waiver of future premiums—no waiting until next clan” aaa” we” Ge al 
anniversary. 


Full amount of insurance paid when insured dies, without dedu 
su ies, withou c- WANTED 


tion for disability payments or for premiums waived. 
This new disability provision brings the service of America’s —_—- ° 
A General Agent for Cincinnati 

By 


oldest legal reserve life insurance company still closer to the needs 
of the insuring public. 
THE MIDLAND MUTUAL LIFE INSURANCE COMPANY 
of Columbus, Ohio 
Look up the record of this Company, then write the 


Secretary for particulars. Here’s a life-time opportunity 
for the qualified man willing to work. 


5—In states protects in- 
surance against claims of 
creditors in bankruptcy, espe- 
cially if right to change is not 
reserved or if beneficiary 
named is dependent on insured. 

6—In many cases receives greater 
measure of exemption from 
federal estate taxes. 


Wants Fraternal Law Revised 


Commissioner Wilson of Delaware in 
his farewell report recommends codifi- 
cation of the insurance laws of that 
state, as a result of the separation of 
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For terms to producing Agents address 


The Mutual Life Insurance Company 
of New York 
34_Nassau Street, New York 
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